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A Look-See at Hudson 
Paul Prying at So. Bend 
Dodge Also Shows 
Peeking at Parts Makers 
-_—sor 
By 


Chris Sinsabaugh 














Aimwavr this Peeping Tom 
has seen the new Hudson, 
Terraplane, Studebaker and 
Dodge in a preview way and, 
take it from me, 1935’s cars are 
going to be sure-fire bait for the 
customer’s dollar, judging by the 
look-sees I already have had. 


Body lines of the four that have 
been inspected show a graceful 
modernization in keeping with 
current trends, the jobs are larger 
and roomier, and in a couple of 
instances there are mechanical 
changes that mark advancement 
over 1934. Two companies I 
know have surprises up their 
sleeves, but obviously this com- 
mentator cannot do any bean- 
spilling at this time. You'll have 
to wait for the factories’ public 
announcements for these secrets. 
But that time is not far away. 
From the first of the month on 
the new stuff will start popping 
with no letup until show time. 


* * * 


STUDEBAKER had the Paul 
Prys at South Bend on Friday of 
last week and Brothers Ross of 
the Times, Gronseth of the Wall 
Street Journal and Denham from 
Chilton journeyed there from De- 
troit. The Chicago contingent in- 
cluded Brothers Jenkins of the 
News, Copeland of the Herald- 
Examiner, and Wilson of the 
American while the importance 
of the event was demonstrated by 
the attendance of two Chicago 
publishers—Meigs of the Ameri- 
can and Gluck of the Herald- 
Examiner, And there was a 
ghost of our past present, too— 
Reed Parker, 22 years ago auto- 
mobile editor of the Chicago 
Tribune and now a_= country 
gentleman, living on his big farm 
30 miles outside of South Bend 
and keeping his hand in writing 
editorials for the South Bend 
News-Times. 

* 1 ~ 


PAUL HOFFMAN and George 
Keller led us back of the scenes 
and we saw a line of Dictators, 
Commanders and Presidents, pre- 
pared for the 1935 market, that 
out-Studebaker Studebaker and 
Studebaker always has com- 
manded my respect and admira- 
tion. Too bad I can’t say what I 
would like to about these new 
models outside of hinting of sur- 
prises galore. As for the big talk- 
ing point, riding comfort and 
roadability seem to be outstand- 
ing features. And Barney Roos, 
chief engineer, has coined a word, 
“sure-footed,” which seems to be 
the most apt in its application to 
this particular feature of road- 
ability. 

Too, I listened to Paul Hoffman 
declare his belief that there is an 
untouched market for a luxury 
car not too high-priced, the last 
word in comfort and fitments. 
Such a car, he said, is the Presi- 
dent model, whose tag will carry 
a list that will make ’em say how 


(Continued on Page 15, Col. 3) 







15,000 at ASI Show 





Chrysler Revises Sales Set-Up 





Unification of|NADA Offers New Type 


Sales Work! Price Guide Book Service 


Seen in Move 





To Join Efforts of Chrys- 
ler, De Soto, Plymouth; 
Dodge Unchanged 





Detroit, Nov. 23.—Re- 
alignment of the Chrysler 
sales forces as announced in 
Automotive Daily News 
pink edition on Wednesday 


are looked upon here as a simpli- 
fication of selling effort which 
should result in greater efficiency 
throughout all divisions. Under 
the plan the sales of Plymouth 
ears by Chrysler and De Soto 
dealers as well as the sales of 
Chrysler and De Soto cars by 
these same dealers will be placed 
under unified direction. 

Dodge, which is now considered 


(Continued on Page 15, Col. 1) 


Houde Dispute 
On Section 7-A 
To Go to Court 


Washington, Nov. 23.—Justice 
Department’s announcement this 
week that it would press an in- 
junction suit against the Houde 
Engineering Co., Buffalo, N. Y., 
motor car parts plant accused of 
violating bargain rights of labor, 
came at a time when American 
Federation of Labor men were 
getting restive. 

The case will be opened in the 
lower courts and is expected to 
be carried to the Supreme Court 
as quickly as possible. 

The case—which will test the 
board’s ruling that spokesmen for 
a majority of employes in a plant 

(Continued on Page 14, Col. 4) 











The Top Ten 


Passenger Cars 


First Ten in Registrations 
as Reported in ADN Today 


1934 1933 
Pos. Make Pos. 
1—484,686 Ford 264,973— 2 
2—463,016 Chev. 426,430— 1 
3—272,718 Ply. 213,079— 3 
4— 79,463 Dodge 73,830— 5 
5— 65,534 Pont. 77,363— 4 
6— 63,554 Olds. 32,174— 8 
7— 53,585 Buick 40,880— 6 
8— 36,382 Stude. 28,803— 9 
9— 35,764 Terra. 32,330— 7 
10— 23,721 Chrys. 26,297—10 
Total All Makes 
1,675,768 1,309,840 
| See complete cumulative 
figures, including October 
to date, pages 16-17, this 
issue. 





St. Louis, Mo., Nov. 23.—An in- 
tensive drive for membership in 
state dealer associations has been 
inaugurated by the National Au- 
tomobile Dealers Assn. Efforts 
will be directed also toward es- 
tablishing associations in states 
where no associations exist at the 
present time. The program for 
expansion was outlined to the 
state association executives at a 
recent meeting here and received 
their full endorsement. 

Under the plan a new arrange- 
ment for subscriptions to the 
official guide book of the NADA 
will also be effected. Subscrip- 
tions to the official guide book 
complete service is priced at cost, 
or $12 a year. Additional sub- 
scriptions to the price sections 
only for use by salesmen will be | 
priced at $8 a year. 

The sale of official guide book 
subscriptions and association 
memberships through state asso- 
ciations was approved and ag- 
gressive campaigns are now un- 
der way in practically every state 
to secure renewals of present 
subscriptions and memberships. 

The new, improved guide book 
service which will be offered to 


(Continued on Page 14, Col. 5) 


Uniform Credit 


Terms Approved 
By NRA Board 


Washington, Nov. 23.— Maxi- 
mum uniform credit terms, with 
dating in advance permitted on 
certain seasonal items, have been 
approved by the National Indus- | 
trial Recovery Board for the 
wholesale automotive trade, it 
was announced this week. 

The maximum uniform credit 
terms, which become effective 
Nov. 26, 1934, unless good cause 
to the contrary is shown prior 
thereto, follow: 

“No cash discount shall be al- 
lowed after the tenth of the 


(Continued on Page 12, Col. 4) 














Form Company 
To Buy Assets 
Of Franklin Co. 


Syracuse, N. Y., Nov. 23.—In 
preparation for the sale of the 
assets of the H. H. Franklin Mfg. 
Co. in bankruptcy proceedings, 
which probably will take place 
about the middle of December, 
Franklin Motors, Inc., has been 
incorporated in Delaware and 
has taken over from the creditor 
banks all of the Franklin notes 
totaling $2,213,917.66, which makes 
the new corporation the principal 
Franklin creditor. 

Franklin Motors, Inc., plans to 
bid in the Franklin assets at the 


(Continued on Page 19, Col. 5) 


NRA Lifts Ban 
On Ford Bids on 
Federal Orders 


Washington, Nov. 23.—With the 
purchase yesterday of a Ford 
truck by the Interior department, 
peace reigned between the hither- 
to warring Ford Motor Co. and 
the new deal. The strife began 
when the manufacturer refused 
to sign a certificate of compli- 
ance. Although Ford obeyed the 
code without signing it, company 
bids have been consistently re- 
jected by Federal government de- 
partments. 

Observers here attribute the 
new deal’s fraternal gesture to 
the departure from NRA of Gen- 
eral Hugh S. Johnson. With John- 


(Continued on Page 9, Col. 3) 


Code Machinery 
Change Indicates 
Decentralization 


Washington, Nov. 23.—An- 
nouncement of a move to decen- 
tralize code compliance machinery 
under NRA into 10 powerful re- 
gional offices authorized to re- 
move Blue Eagles and direct 
court prosecutions. 

This latest move on the part of 
the NRA represents another ad- 
vancement of code police plans 
that began with the appointment 
of G. S. Arnold as special assist- 
ant to Homer S. Cummings, at- 
torney general in charge of NRA 
cases. 

Blackwell Smith, NRA _ board 
member, made the following an- 
nouncement yesterday: 

“With Arnold’s arrival tomor- 


(Continued on Page 14, Col. 1) 








The Top Ten 


Commercial Cars 


First Ten in Registrations 
as Reported in ADN Today 


1933 
Make Pos. 
1—133,588 Chev. 87,730— 1 
ae Ford 650,165— 2 
8— 38,489 Dodge 19,932— 4 
4— 25,399 Int’l 21,389— 3 
5— 8,512 GMC 5,250— 5 
6— 4,592 Dia.-T 3,342— 6 
7— 4,182 Reo 2,431— 7 
8— 3,348 White 1,147— 9 
1,627 Federal 1,060—10 
1,518 Mack  1,228— 8 
Total All Makes 
339,093 202,679 
See complete cumulative 
figures, including October 
to date, page 14, this issue. 
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MEWA Group 
Buying Plan 
Is Approved 


Three Parts Associations 
Hold Interesting Ses- 
sions at Show 


Cleveland, Nov. 23.—Reg- 
istering marked progress to- 
ward the goals of better 
merchandising, increased 


volume of business and 
wider profit margins, the automo- 
tive parts industry as represented 
by the National Standard Parts 
Assn., the Motor and Equipment 
Manufacturers Assn. and the Mo- 
tor and Equipment Wholesalers 
Assn. late tonight brought to a 
close one of the largest and most 
successful general convention and 
exposition programs ever held. 


Both in the number of ex- 
hibitors and in attendance the 
Automotive Service Industries 
Show, wuich continued i.¢ five 
full days in Cleveland’s new Ex- 
position Hall, was record-break- 
ing. More than 15,000 persons 
walked through the doors and 
viewed the thousands of prod- 
ucts displayed by. some 340 ex- 
hibitors. 

One of the most important de- 
velopments in the fight of auto- 
motive parts jobbers for a larger 
margin of profit was the approval 
by the MEWA of what is desig- 
nated as “The BUYmanship Plus 
Plan” and the launching of a pro- 
ject for group buying. This con- 
stitutes a new and bold step, in- 

(Continued on Page 6, Col. 1) 


Oct. Aapentiel 
Employment i in 


Michigan 124,071 


Detroit, Nov. 23.—-Figures com- 
piled by the Michigan State De- 
partment of Labor and Industry 
for 1,032 identical organizations 
show that for the 30-day period 
ending Oct. 15 there were 257,179 
workers engaged in industrial em- 
ployment in the state. Of this 
number 124,071 were directly en- 
gaged in the manufacture of au- 
tomobiles. 

This automotive employment 
figure represented a gain of 34.9 
per cent from the figure of the 
same date last year, and a de- 
cline of 5.8 per cent from the 
Sept. 15, 1934 total. 

Weekly automotive — payrolls 
during this period averaged $2,- 
570,272, gaining 39 per cent from 
the year old figure, and 21.8 per 
cent off from the amount shown 
at the end of the previous 30-day 
period. 

The entire industrial payroll in 
Michigan for the month amounted 
to $5,221,718, the automobile in- 
dustry supplying approximately 
half this amount. 

The average weekly earnings 
of automobile workers during the 
period were $20.72, 2.8 per cent 
over the figure of a year ago, 


(Continued on Page 17, Col. 4) 
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74th Congress Expected to Overhaul Recovery Act} 
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Clarification of 7-A, 


Elimination 


Powers is in Prospect 


of Licensing 


By WILLIAM ULLMAN 


Washington, Nov. 23.—Numerous subjects of immedi- 
ate and vital concern to the automobile industry have 
found places in the legislative program shaping itself 
Already on the certain list for 
action are the matters of clarifying 


today in Washington. 
Congressional 


Section 7-A of the Recovery Act, the Eastman recom- 
mendations for I. C. C. jurisdiction over the bus and truck 


industries, modifications of 


posals for legislation to give Ri prnnenenrestereernmneone - 


petroleum industry broader legal 
powers in the interest of better 
self-government. 

The array is sufficient to indi- 
cate that a busy Winter in Wash- 
ington looms ahead of the leaders 
of these enterprises identified 
with, and related to, the automo- 
tive industry. 

The extent of the overhauling 
to which the Recovery Act will be 
subjected is already definitely in- 
timated. It will be confined, it is 
now believed, to clarification of 
Section 7-A and to the elimination 


of the penalty provisions, espe- 
cially the never-used licensing 
power bestowed upon the! 


President. 

For all the outward appearance | 
of activity in other directions, | 
NRA’s general staff today is con- 


centrating its major attention) 
upon modification of the law 
which gave it being. Directing} 
proceedings, of course, is Donald 


R. Richburg, whose master-mind- 
ing in his new role as “assistant | 
President” is expected to prevail 
throughout the whole considera- 
tion of the problem. 

dustry’s Rights 







































To Seek T 


But, even under Richburg’s 
guidance, the cours 7-A clari- 
Scatis ; ected te ointed 


di on of recognition of 
-oinci- 
with 


in tune 


the lusiry, 
teres 4z) ww weyguany 
those of labor. 

It is counted upon to embody 
eventually the spirit of truce 
which the President desires to 
prevail during the next major 
step of the advance toward sub- 
stantial and enduring recovery. 
His request for this attitude on 
the part of employer and employe 
must necessarily encounter ob- 
stacles so long as there are in- 
equalities in the law in favor of 
either group. Such a situation 
inevitably makes one the ag- 
gressor, the other a defender; and 
the hope for changing these rela- 
tive positions, it is felt here, lies 
in equalization as well as clarifi- 
cation of the law. 

See A. F. of L. Vigor 

t.olated to this broad subject, 
the industry can e~pect vigorous 
levisiat proposals by the Ameri- 
co Federation of Labor in behalf 
of the 30-hour week. That re- 
quest already is the highlight in 
labor’s legislative platform. Union 
leaders are under mandate of 
their last convention to go down 
the line vigorously in behalf of 
this proposal but their efforts are 
bound to be handicapped by the 
growing feeling in Washington 
and elsewhere that even the cur- 
rent code limitations on hours of 
labor have not been altogether 
wise. 

The objective of increasing con- 
sumer income, the major one be- 
fore the administration, is not 
best served by undue limitations 
on hours of work, many high of- 
ficials are beginning to believe. 
An even more rigorous statutory 
limitation, contributing further 
inflexibility to working conditions, 
therefore, will meet stern opposi- 
tion not only on the part of in- 
dustry but in the high places in 
Washington. 

Expect 30-Hour Week Fight 


The statutory 30-hour week, on 
the whole, seems to be in for 
even tougher sledding than in the 
last session of Congress even 


i 








| which he 
| the past year and one-half. 


possible. 


the Revenue Act, and pro- 


though it presents the adminis- 
tration with a delicate problem of 
balancing economic wisdom and 
sound political philosophy. The 
solution of such problems, how- 
ever, appears to be the forte of 
the administration as exemplified 
so tellingly on Nov. 6. 

Truck and bus legislation, in- 
cluded in the administration’s 
broad scheme for the co-ordina- 
tion of transportation, will prove 
one of the highlights of the Con- 
gressional session. 


Eastman’s Plan Ready 


Federal Co-ordinator of Trans- | 
| portation Eastman is ready with 
upon | 


transportation plan 
has been working for 
He is 
prepared to recommend a definite 
transportation legislative pro-| 
gram which will include placing 


the 


| highway transport mediums un-| 


der the jurisdiction of the I.C.C., 
though to just what extent re- 
mains to be revealed. 

It was the imminence of East- 
man’s completion of his elaborate 
studies that accounted for the 
administration’s disinterest in 
truck and bus regulation meas- 
ures sponsored by Rep. Sam Ray- 
burn in the 73d Congress. There 
will be no such aloofness this 
time, of course, for the Eastman 
proposals will be administration 
proposals. In view of the control 
which exists in both houses of 
Congress, the regulatory plan will 
encounter few obstacles to enact- 
ment in the form which its 


sponsors desire. 


Tax Program Harmless 
The extreme probability of bus 


and truck regulation today finds 
a different attitude on the part of 
organizations previously opposed 
to 
resisted 
federal regulation, they now are 
concerned with obtaining enact- 
ment 
recognize the public, not the rail- 
road, interest as paramount. The 
sentiment generally seems to be 
that Eastman’s final proposal will 
meet that specification; 
will be quite different in char- 
acter 
dominated by railroad interest. 


it. Whereas they previously 
even the principle of 


of a measure that will 


that it 
from previous measures 


The tax program taking shape 


is not to strike terror into the 
hearts of those identified with the 
automotive industry. 


Congressional leaders who have 


spoken on the subject have indi- 
cated a desire to let well enough 


alone; 
present Revenue Act to continue 


in other words to allow the 


n force insofar as that is 


So far as motor taxes are con- 





World of Data 


We have just received our | 
copy of “Review and Refer- | 
| 
| 






ence Book.” It has a world 
of information and you 
should be complimented on 
this. 

We also enjoy very much 
receiving the Automotive | 
Daily News, and feel that | 
any dealer who does not | 

| 








take this magazine does not 
appreciate what he is 
missing.—Paul D. Vincent, 
general manager, Telluride | 
Motor Co., Provo, Utah. | 











cerned, the Congressional attitude 
seems to be a defensive one. Their 
| elimination from the Revenue Act 
would considerably upset the ap- 
ple cart and there is no disposi- 
tion to invite trouble on this 
| score by proposing any additional 
taxes which would arouse the ire 
of the industry and allied groups. 
Therefore, if the existing levies 
are not reduced, they certainly 
are not going to be increased un- 
less there is some radical change 
in present sentiment. 
Oil Industry Plans 

Heeding Secretary Ickes’ recent 
warning that it may find itself 
subject to public utility regula- 
tion, the petroleum industry to- 
day is mapping out a legislative 
program looking toward more ef- 
fective self-government—the anti- 
dote to Ickes’ proposed remedy 
for its ills. 

Congress is almost certain to be 
asked for legislation which will 
permit interstate agreements for 
the control of petroleum produc- 
tion. The industry prefers to ex- 
ercise this degree of control under 
its own rather than federal aus- 





pices. Legislative mandate to 
make the attempt, however, is 
necessary. 


In connection with Recovery 
Act revision, there is agitation 
for removal from its title the 


New Buick Chief Meets Bou 


One of the major “deals” in the recent realignment of the Buick 
Motor Co. sales organization occurred in the offices of President 
Harlow H. Curtice when Buick distributors for the North Pacific 


states signed their contracts. Photo shows, left to right, Curtice; W. 
F. Hufstader, Buick general sales manager; P. S. Steenstrup, newly 
appointed regional manager for the Pacific states; G. A. Braley, pres- 
ident of Braley & Graham, Inc., Portland, Ore.; A. S. Eldridge, presi- 
dent, Eldridge Motors, Inc., Seattle and Spokane; and R. A. Mueller, 
president, Mueller-Harkins Motor Co. The latter 
three are new Buick distributors. 





sections relating to public works | 


and the petroleum industry. The | 


with the petroleum industry’s de- 
sire for new legislation authoriz- 
| ing a more effective venture into 
| self-government. In this connec- 
| tion, it can be said that there is 
a growing sentiment for 
separation of the whole group of 
‘natural resource industries” from 
NIRA; 


petroleum. 
Public Works Activity 

Of projected legislation indi- 
directly affecting the automobile 
industry, the most interesting is 
that relating to public works. 

On no legislative subject, de- 
spite all the discussion of it, is 
less known than this one. Final 
word on it is to be obtained from 
only one source, the White House, 
and there nothing is being said 
about it. 

It is generally agreed that if the 
President were to ask a spending 
program of $5,000,000,000 or $6,- 
000,000,000 to put all the employ- 
able idle in the country to work 
the Congress would readily grant 
the request. 

In view of the pre-eminent suc- 
cess of highway construction and 
improvement in the public works 
program to date, it is certain that 
any further appropriation of this 
nature would make generous pro- 
vision for the continuance of road 
work. The figures show that 
880,000 have been given year- 
around employment under the 
present emergency highway pro- 
gram. No other public works 
enterprise can show an equally 
good record either with respect to 
jobs creation nor distribution of 
work geographically. 

It is certain, therefore, that 
road work will play a large part 
in any continued public works 
program with direct benefit to the 
automobile industry to the extent | 
that facilities for the use of its 
products will be extended. 


Road Work to Have Big Role 


Indirectly, of course, the indus- 
try stands to benefit with all 
others in that consumer income 
will be increased by any works 
program undertaken by the 
federal government. 

Grade crossing eliminations on 
a considerable scale and financed 
directly by federal funds without 
reference to subsequent partial 
repayment by the railroads ap- 
pear to be a promising feature of 
any further government partici- 
pation in emergency road con- 
struction. Federal roads officials | 
are inclined to take a realistic | 
attitude toward the ability of the 
railroads to assume a share of 
this burden in their present finan- 
cial condition. 








the states this week. 


proposed change would fit in well | 


quite prominent among} 


them the cont incustry an well as |strup, veteran Buick representa- 





| Four distributors 
|named to handle the sales of 


Steenstrup Heads New 
Buick Pacific Region 


Flint, Mich., Nov. 23.—Realign- 
ment of the Buick national sales 
organization brought important 
appointments and allotment of 
territories in the Pacific Coast 
At the same 
time the west coast area was 
marked on the sales map as a 
new Buick region and P. S. Steen- 


market trends and the require- 
ments of additional territory now 
assigned to the distributorship. 

Parts depots will be established 
in Seattle and Spokane. 

The southwestern section of 
Washington, with Tacoma as its 
center, will be served by the 
Mueller-Harkins Motor Co. of 
Tacoma. The Mueller - Harkins 
distributorship will serve all 
dealer outlets in the following 
counties: Gray’s Harbor, Lewis, 


tive, was appointed regional man- | 
ager. 

The region includes all the Pa- 
cific Coast states and Alaska. 
have been| Jefferson, Kitsap and Pierce. 
Headquarters of the company will 
be continued at Tacoma where a 
parts depot to serve the entire 
area has been established. 

Braley & Graham, Inc., have 
been named Buick distributors 
for the state of Oregon and five 
Columbia River counties in Wash- 
ington. The company, which has 
been in business in Portland for 
15 years, will continue its head- 
quarters there. Necessary expan- 
sion of Braley & Graham facili- 
ties, including the establishment 
of a parts depot in Portland, now 
is under way. 

The Buick regional headquar- 
ters will be in the Federal Re- 
serve Bank bldg., San Francisco. 


Buick motor cars in the area 
with the present dealerships and 
other retail outlets remaining the 
same. 

The following distributorships 
in the Pacific Coast region were 
announced by W. F. Hufstader, 
Buick general sales manager: 

The Howard Automobile Co., 
with headquarters in San Fran- 
cisco and Los Angeles. 

Eldridge Motors, Inc., with 
headquarters in Seattle and Spo- 
kane, have been named Buick 
distributors for a large part of 
the state of Washington, western 
Idaho, northern Oregon and 
Alaska. Eldridge Motors handled 
Buick exclusively in the Wash- 
ington territory from 1912 to 1929. 
Necessary expansion of the or- 
ganization will be made to meet 


Olds Adds 3,500 
Workers at Plant; 
Total Now 6,000 


Lansing, Nov. 23.—Six thousand 
workers will be on the payrolls of 
The Olds Motor Works here Dec. | 








R. E. Olds Attacks 


Leveling Plan, 
Automobile Code 


Lansing, Nov. 23.—Efforts of 
General Motors Corp. and others 
to level out the employment curve 
by staggering introduction of new 
models were attacked by Ransom 
E. Olds, chairman of the board of 
Reo Motor Car Co., in an inter- 








1, according to | view Nov. 19. Olds called the 
an announce- plan advocated by Alfred E. 
|ment Wednes- Sloan “impractical.” 
| day by C. L. Mc- “The promise of year-round 


Cuen, general 
manager of the 
local plant. The 
company will 
begin produc- 
tion of its 1935 
models the first 
of next month 
and expects to 
be in full oper- 
ation by Dec. 15. 
Approximately 2,500 are now em- 
ployed. 

With the resumption of pro- 
duction in the Olds plant, the 
local Fisher Body plant, the Mo- 
tor Wheel Corp. and other in- 
dustries supplying material for 
General Motors products were re- 
ported planning to step up pro- 
duction. 


jobs in the automobile industry 
sounds nice,” the veteran auto- 
motive industrialist declared, “but 
it just won’t work. You can’t 
make people buy out of season 
and as the automobile code sets a 
uniform price, automobile build- 








special inducements to attract 
buyers. 

Under the proposed plan plants 
would have to have acres of build- 
ings devoted to storage space for 
cars built during the slack season. 
It has been suggested that the 
government buy the surplus, but 
what would they do, plow them 
under?” 

Olds also attacked the automo- 
tive code, claiming it interfered 


with business. 


C. L. MeCuen 





ers are prohibited from making» 


Mason, Pacific, Thurston, Clallam, , 


ee 
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Canadian Dealers Plan Used Car Code of Ethics 


Plan Modeled After NRA 
Would Lack Supporting Act 


Toronto, Ont., Nov. 23.—Cana —Canadian automobile dealers | 
are planning to set up a code for their industry. It will | 
be patterned after the Motor Vehicle Retailing Trade code | 
in the United States under which their brother dealers 
in this country are operating with a number of modifica- 
tions in as much as there is no NRA Act in Canada to 


make it a law. The association now in prospectus form ||| 


will seek to affiliate with the many dealers’ associations 
scattered throughout theo - 

Dominion and these agreements 
will be gentlemen’s agreements 
whereby steps will be taken to 
put the motor vehicle retailing 
business on a better scale than 
ever before. 


Primarily, control of used car 
selling will be the object of the 
code. Canadian dealers sensing 
the value of the used car price 
program instituted in the United 
States under the NRA feel that 
an agreement between dealers | 


and threatened for a time to de-| 


bill was passed in 1929 and since | 
that time the Dominion dealers | 
have been free from worry as to | 
American used cars coming into | 
the Canadian territory. 


the scheme of NADA code cover- | 
ing used cars will be followed to 


: . | a@ certain extent. It has been 
through a central organization sod im Tevents Montreal. | 
would help to solve their used on . : 

Quebec, Vancouver and other 


car loss problem. They hope to 
eliminate the trading-in of wheat 
or cattle in the Western provinces | 
or cord wood and hides in the| 
Eastern sections against car 
purchases. These commodities | 
often taken in at their highest 
levels are frequently sold at losses 
on price declines. 


Reconditioning Plan 
It is also proposed to establish 
a reconditioning program for all} 
cars traded-in which will place} 
the used car business on a better 
merchandising basis, Other bene- 
fits which the United States deal- | 


main distributing points that used 
cars have a wide range of vary-| 
ing prices and that allowances 
for the used car when trades are 
proposed vary according to what 
a dealer feels will make the deal 
without any regard to its age or 
condition or any consideration as 
to the amount needed to place 
the car in sales condition. As 
in the United States before the | 
code the owner was the winner, 
but the loss figures to the Cana- 
dian dealers in 1933 based on a 
volume of approximately 47,000 | 





if 
| 
| 


stroy the set-up of every dealer ||) 
who had any used car stocks. The | || 


In the preamble of the program | || 


Best Ever 

You will please pardon 
the delay in acknowledg- 
ing your most splendidly 
prepared Review and Ref- 
erence book which reached 
us recently. 

It might interest you to 
know that this piece of 


work in our opinion is the 
most constructive compila- 
tion of facts and figures 
that has ever been brought 
to our attention. 

We are not only appreci- 
ative of this masterful pic- 


ture presented in book 
above mentioned, but we 
are anxious to learn the 
exact cost to us of same. 
This question might seem 
unnecessary but we noticed 
on the front cover that the 
price per copy is $1.50 to 
non-subscribers. What is 
the price to subscribers? 
At this time please send 
me one additional copy ir- 
respective of cost.—Zac D. 
Dunlap, general manager, 
Motor Sales & Service, 
Rochester, Minn. 





and 15 per cent basis as in the | 
American books. 

Reconditioning costs will be set | 
up along somewhat different lines | 
than those used in the United) 
States. Parts costs vary tremend- | 
ously in Canada, according to the | 
distances from point to point. 
These conditions will have a de- 
cided effect in setting up the| 
actual mechanical charges in| 
each region. | 


Organize, 


Indianapolis, Ind., Nov. 23.— 
Twenty-five industries and groups 
| representing millions of dollars of 
invested capital were represented 
at an organization meeting of the 
Indiana Highway Users’ Confer- 


|| ence held at the Athenaeum here. 


Officers were named and plans 
laid for furthering legislative pro- 
grams to protect highway users 
and develop better highway safety 
and conditions in Indiana. 

Frank D. Hatfield was named 
president of the new conference. 
Other officers are Ralph W. Bales 
of Indianapolis, first vice-presi- 
dent; and C. W. Abraham, of In- 
dianapolis, secretary. 

The principal address was de- 
livered by James William Bryan 
of Washington, representative of 
the National Highway Users’ Con- 


Illinois Highway Users 


Name Officers 


ference. He outlined a program 
for bringing to the attention of 
the Indiana Legislature needed 
legislation for safeguarding cap- 
ital interests of motor trucks, 
transportation companies, gaso- 
line distributors and dealers, auto- 
mobile manufacturers and acces- 
sory dealers and others. 

L. F. Shuttleworth, chairman; 
Harry McDargh; Todd Stoops, 
manager of the Hoosier Motor 
Club; Charles E. Foreman, presi- 
dent of the Mid Western Petro- 
leum Corp., L. C. Lowghry, A. C. 
Helm, and George W. Persons, 
all of Indianapolis, were named 
as the new conference’s platform 
committee. This committee will 
formulate a legislative program 
for an indorsement of all the co- 
ordinated groups. 








24 New Makers 
Are Added to 
MEMA Roster 


New 
four more manufacturers have 
been added to the rolls of the 
Motor and Equipment Manufac- 
turers’ Assn. as a result of recent 
approval by the membership com- 





| mittee. 


This brings the total new affili- 
ations with the MEMA up to 75 


York, Nov. 23.—Twenty- | 


Seek New Data 
On Truckmen’s 


Off Duty Time 


Washington, Nov. 23.—Definite 
information concerning the truck 
industry’s handling of the twin 
problems of dead-heading and off- 
duty time of its employes is being 
sought through the agency of a 
| questionnaire now being placed 
in the hands of 3,000 truck oper- 
ators throughout the country. 

The questionnaires are sched- 
uled for return to the national 








ers are enjoying under their code | 


will be incorporated in the pro- 
gram provided such plans will 
not interfere with Canadian laws. 


not be backed by Canadian law as | 
is the case of the NADA code, | 
penalties cannot be enforced or | 
rights of offending members abro- | 


gated. Consequently the point 
which is expected to hold the) 
dealers in line is the financial | 


benefits to be gained by having} 


uniform prices for not only trade- 
in values of used cars but resale 
values as well. 

Heading the organization is 
James R. Dixon of Ottawa who 


for many years has been active) 


in advancing legislation for the 
Canadian dealers. He is regarded 
in many ways as the “Fred Ves- 
per” of Canada. In private busi- 
ness life he is the head of 
the Dixon Bureau of Equity. 
He began his dealer organization 
program back in 1928 and for 


new cars and about 100,000 used 
cars amounted to over $4,000,000 
or nearly $40 per used car plus 
the fact that the dealers went 


As the new organization will | into 1934 with a stock of used) 


cars said to be the largest in| 
the last 10 years. So far in 1934, 
with the carry over stock and 
the effect of lowered prices on| 
new cars, the loss threatens to} 
exceed that of last year by al 
considerable margin. It has also | 
been noticed that even in the 
same town the same type and 


| model of used car will have from | 


| three to four different prices and 


that purpose obtained a charter | 


of organization from the Cana- 
dian government. It was side- 
tracked because the 


dealers in 1928-29 enjoyed 


Canadian | 
a] 


volume of business in those years | 


comparable with that developed | 
by the dealers in the States and} 
at which time it was felt that no 
closely knit organization was) 
needed. With reversed conditions | 
in the last few years and dealers 
financial reports showing that | 
something along the lines of the} 


American code would be of bene- | 


fit, Dixon, with the support 


dealer association, hopes soon to} 
have his new project adopted. The | 


plans are being laid before the 
associations and will cover about 
12,000 dealers throughout the 
Dominion. 
Sponsor Well Known 
Dixon is credited with having 


secured the repeal of British lux- | 


ury tax on motor cars in 1927. 
This was a war measure imposing 
a tax of 10 per cent on every car 
sold by the dealer. It took three 
years to get the repeal through 
the Canadian House of Parliment. 
A refund in cash on all cars sold 
during the time the bill was under 
consideration restored several 
millions of dollars to the dealers. 

His next step was the framing 
of a bill to prevent the importa- 
tion of used cars from the United 
States into Canada which in 1929 


| The 


as many more according to the) 
number of used car lots the buyer 
has time to visit. Very little 
reconditioning is done, the usual | 
program being to sell the car! 
quickly. 

Plan Sales Zones 


Under the Dixon program the 
Dominion is to be divided into 
regional sections according to the 
boundary lines of the several | 
provinces. In each province the 
dealer organizations in the major 
cities will be the local appraisal | 
boards which will gather informa- | 
tion on used car sales prices from 
the dealers and compile data on 
each type of used car. The plan 
follows the lines used by the old} 
| Chicago Automobile Trade Assn. | 
which originated the famous Blue 
and Red Book used car price | 
plans. The local province board, | 
composed of members. chosen | 
from the one or several dealers 
associations of each province, will | 
select committees to check the | 
used car sales reports sent in by | 
all the dealers in the province. 
reports will cover the cars 
in the various make and price 
brackets with the exception of 


| 
| 


| the British made cars which will 
| have a separate section. 





From these details it is pro-| 
posed to establish as quickly as 
possible price lists and these lists | 


will again be checked at the as-| 
sociation headquarters and then | 
in printed form will be forwarded | 
to each dealer member of the gen- 
eral association in each region. 
These books will be similar to the | 
plan of the NADA listing the} 
types of cars by make and year 
and the price will be the figure | 
that has been obtained on a gen- | 
eral average of retail selling) 
prices and from which it is pro- 

posed that reductions for recondi- | 


assumed bootlegging proportions| tioning will be made on the 5, 10)| ¢ 





| while Canada is steadily return- 


| models announced recently at the 


| ably greater in 1935 as the figures 
| will 
| sales but export as well. 


for the current year. 
code authority of the industry 
| early in December, On the basis 
|of the information obtained, an 
interpretation will be made of 
| the trucking code clause which 
reads: 

“All time spent by any em- 
ploye on or in any vehicle shall 
be considered time worked, re- 
gardless of whether such employe 
is engaged in driving or in the 
performance of other labor, un- 
less such employe is a relief em- 
ploye off duty engaged on a ve- 
hicle equipped with a sleeping 
| compartment.” 


Hercules Motor Adds 
New 6 Cylinder Model 


To Meet Soon | Following are the new members 
Dixon and his crew of associ- | not previously announced: 
ates have covered the entire east- | Austins Gey Ce, ee Cam, 
ern section of the Dominion. The | 
dealers in the Maritime provinces | N. Y¥.; A. S. Campbell Co., Inc., 
are already getting together and | | Detroit, Mich.; Henry Cole-F. C. 
appoiating delegates to the gen-| Hersee Cos., Boston, Mass.; Con- | 
eral meeting which it is thought | tinental Can Co., New York, N. 
will be held at the time of the! Y.; Howard Crawford Co., De- 
Toronto Automobile Show in Jan-| troit, Mich.; Eclat Rubber Co., 
uary. Meanwhile Dixon is in the | Akron, Ohio; Edde Mfg. Co., Mil- | 
central western section moving | waukee, Wis.; Galena Oil Corp., 
on to Vancouver and is expected | Cincinnati, Ohio; International 
to return to Ottawa by Jan. 1 so| Piston Ring Co., Cleveland, Ohio; 
as to complete the details of the | Miller Rubber Co., Ine., Akron, 
organization which it is rumored | Ohio; A. B. Chance Co., Centralia, 
will be called the Canadian Auto-| Mo.; Nitair Valve Oiler Mfg. Co., 
mobile Dealers Assn. | Pittsburgh, Pa.; Norwalk Tire & 
According to Canadian laws it | Rubber Co., Norwalk, Conn.; Pick 
will be a strictly business organ- | Mfg. Co., West Bend, Wis.; Pier 





ization based on agreements only.| Equipment Co., Benton Harbor, Canton, O., Nov. 23.—Hercules 
Dealers who join the organization | Mich.; Safety Signal Devices Co., Motor Corp. has added a larger 
will be sold only on the actual/ Chicago, Ill.; Sleetex Co., New! bore model to their “JX” series 
| business benefits of a codification | York, N. Y.; Valvoline Oil Co.,| of six cylinder gasoline engines, 
of used car trade-in values and Cincinnati, Ohio; Wohlert Corp., known as the “JXD.” This new 
it is expected that each dealer| Lansing, Mich.; Wyzenbeek &/ engine has a 320 cubic inch dis- 
regardless of his size or location | Staff, Inc., Chicago, Ill.; Heiz & placement. 

will adopt the rules of the associ-| Heiz, Inc., Brooklyn, N. _ Y.; The engine develops 83.8 horse- 
ation. American car manufac- | |Emark Battery Division, Thos. | power at 2,800 r.p.m., it is claimed, 
turers located in the Oshawa,| A. Edison, Inc., West Orange, N.| and 65.5 horsepower at 1,800 r.p.m, 
Windsor and Walkerville areas| J; Edison Splitdorf Corp., Thos.| Lubrication is forced feed by 


geared pump to all connecting 
rods and main bearings. 


Dolling Up with Dolls 


A. Edison, Inc., 
J. 


are said to be in favor of the West Orange, N. 
plan to place their dealers on a 
better business basis from the | 
| point of view that the dealers 
will be in better financial condi- 
tion and become better and big- 
ger outlets for cars. The 1934 
figures, it is claimed, show that 


ing to normal business conditions 
used car losses are mounting 
rapidly. 

Early delivery of the new 1935 


dealer meetings held by the Amer- 
ican manufacturers is expected to 
push the final 1935 figures well 
up over the 50,000 mark which 
will be practically in line with 
the 1928-29 totals. Canadian pro- 
duction figures will be consider- 


goede M4 CHAIN 





show not only Canadian 


Seek Tax Rebate 





Louisville, Ky., Nov. 23.—A_ suit 
seeking to recover $20,000 damages 
from W. G. Stiglitz, former county 
clerk of Jefferson county and the 


Fidelity & Casualty Co. of New York | 
was filed W ednesday in Circuit | 
Court by Morris L. Garfein for him- | 
self and 17,800 plaintiffs whom he} 


| Adding just the right touch to make the Borg-Warner exhibit at 
| Cleveland this week a success Virginia Parsons (left) and Sally West 
| of the Ziegfeld Follies who happened to be playing in town came 
down to the exhibit to show just how even a good booth display 
can be improved. 


alleges Stiglitz overcharged for au- | 
tomobile 


license fees. 
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One sacred pledge we make our friends here and 
now. This publication, God willing and so long as it 
is in our charge, will never champion the cause of any 
individual or any corporation which is not for the best 
interests of the automotive industry as a whole. Nor 
will its columns be used to spread gossip or inflame 
predjudice. It will confine itself to the up-building of 
the industry it is pledged to serve, wholly through the 
dissemination of NEWS which is timely, authentic and of value. 


ue 
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On to Detroit! 


HE “On to Detroit’. movement sponsored by the 

National Automobile Dealers Assn. in connection with 
the 1935 annual meeting of that organization, which will 
be held here for the first time in history during the week 
of the Automobile Show, Jan. 12 to 19, should receive the 
wholehearted support and endorsement of every dealer in 
the United States. This meeting of dealers in the heart 
of the automotive industry will afford a better opportu- 
nity to meet factory officials and discuss mutual prob- 
lems than has ever been offered to a dealer body in a 
similar meeting in the past. 


Back in the early days of the industry, it was quite com- 
mon practice for dealers from all parts of the country to 
gather in Detroit to look over the new offerings and to 
make their contacts and contracts right at the factory 
door. There can be no question that this close relation- 
ship between the dealer and the factory had a very bene- 
ficial effect on factory dealer relations of those days. 
Gradual falling away from this practice with less fre- 
quent contact between the higher-ups of the factories and 
the dealers unquestionably is the root of much misunder- 
standing and in many cases dissatisfaction and distrust 
that exists in the place of really harmonious intercourse 
between these two important links in the production and 
sale of motor vehicles today. 


While it is true that the National Show at New York 
and Chicago have afforded the common meeting ground 
for dealers and factory officials, we do not feel that this 
medium at any time fully filled the place of the good old- 
fashioned get-together right here in the town where cars 
are made. Aside from all this we feel that a visit to 
Detroit at this time would prove a tonic to waning spirits 
if there be any. 


In our Review and Reference number a week or so back, 
we said “from the depth of the depression to the thresh- 
hold of prosperity, the automotive industry has set the 
pace.” If there are any in this industry who doubt this 
statement, we feel that they owe it to themselves to visit 
our city during the National Automobile Dealers Conven- 
tion in the early part of 1935 and see for themselves. 


We say, with the NADA—“On to Detroit.” 


* * * 


This was a Truck Year 
RACE in the early months of this year Automotive 
Daily News sensed that this would be a “truck year”’. 
Editorially and otherwise it hammered away at truck mak- 
ers, distributors and dealers that “This is a Truck Year.” 
We ask you now in all fairness if our appraisal of the 
market as far back as last February was not correct. 


In the first nine months of this year new commercial car 
registrations have reached 310,000. In February we esti- 
mated the potential market for the year at 400,000. With 
38 states reporting 28,800 registrations for October and 
November and December still to come, how much do you 
think we over-estimated? Production meanwhile has ac- 
counted for 500,600 units. Taking export and Canadian 
sales from this total the stock would not seem top heavy. 
Next year should be even a better year. Are you making 
your plans now to get your share of this market in 1935? 


Callahan, Managing Editor; Fred W. Lines, 
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On to Detroit 
FREE 
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By Cliff Knoble 











KNOW a certain motorist who 

is getting a little tired of sub- 
mitting to the system of petty 
persecution so frequently preva- 
lent in the traffic policing of one 
of our larger cities. 


%# % * 


IT SEEMS TO BE a frequent 
happening that the honest indig- 
nation of a more or less decent 
citizen can be expressed only 
through under-breath mutterings. 

* * * 


BECAUSE HE IS painfully 
cognizant of the fact that the 
word of a belligerent officer will 
invariably outweigh that of the 
aforementioned reputable citizen. 

* * * 


IN HIS HUMBLE but tenacious 
opinion, no badge of authority 
should be sufficient evidence to 
counterbalance a lifelong reputa- 
tion for veracity, intelligence and 
honesty. (Question Mark) 


* * * 


BUT JUST THE SAME, the 
unsupported statement of an en- 
tirely human and “sassed” officer 
is usually more to be credited 
than the word of the offender, 
even when supported by the testi- 
mony of credible witnesses. 


* * + 


THE MOTORIST I refer to is 
mad—as you may have suspected. 


* * * 


He has just gotten a ticket for 
speeding. 
# a * 


AND IT’S HIS SECRET sus- 
picion that the reason he got the 
ticket, was not so much because 
he was guilty, as because, instead 
of employing the time-proved 
methods of placating or evading 
—his tongue ran away from his 
judgment. 


* * * 


HE’LL PAY THE FINE with- 
out quibbling or evasion. But 
doggoned if he won’t enjoy tak- 
ing a frequent crack at a system 
which nothing more than a 
method of black-jacking addi- 
tional tribute from an already 
over-taxed and outraged motor- 
ing public. 


is 


* * * 


ANOTHER REASON why we 
can’t sell more automobiles is be- 
cause of the stupid finance com- 
panies won’t extend credit to men 
out of work. 


* * * 


Life’s Jolliest Moment: When 
the wife’s brother becomes the 
factory representative for your 
territory. 


* * * 


WHY IS IT that it’s the empty 
head which is most likely to be a 
swelled head? 


* # 


Nominations for the Most Useless 
Thing in the World 


Selling a used car to your busted 
brother-in-law. 


* 


WHAT THE FACTORY does 
not do for you isn’t half as im- 
portant as what you fail to do for 
yourself. 


* * * 


Correct this sentence: “I always 
| follow factory instructions — not 
| because I’m the least bit scared 
| to refuse, but because they’re al- 
ways absolutely right. 











The Modern Wise Men 


In This 


Corner 


The views expressed in this column are those of our readers 


and do not necessarily coincide with those of the editors. Readers 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 
be observed upon request. 





Thank You! 


Your fine editorial and cartoon in 
the Nov. 10 issue of Automotive 
Daily News were very pointed and 
timely. 

I have already requested some 
extra copies to send to interested 
officials in the administration here. 

There was one statistical error, 
which I think was due to a slip of 
the tongue, namely, the figure of 
800 tons of steel for the theoretical 
million cars for export. This should 
have been, of course, 800,000 tons. 
This might possibly offer opportun- 
ity for an added comment on the 
importance of our exports to the 
steel industry.— Norman Damon, 
Automobile Manufacturers’ Assn., 
Washington, D. C. 


Backs Code 

I have been quite interested in 
reading the letters you are publish- 
ing from these dealers who are not 
in favor of our code: 

Their principal objections seem to 
center upon the fact that they be- 
lieve some other dealers are not 
properly observing its provisions; 
or because the government doesn’t 
jump in and jail every competitor 
that beats them to a sale, on no 
better evidence than rumors, which, 
in most instances, are due to an 
alibi of a weak salesman. 

I would like to ask these parties 
how they can figure that they would 
be any better off without a code! 


There will always be a_ certain 
amount of chiseling by ignorant 
dealers, who are not far-sighted 


enough to appreciate the advantages 
of co-operation; but how we expect 
to remedy an evil by making it un- 
restricted seems contrary to sound 
logic. 

We have unrestricted trading now 
on trucks above three-fourth ton 
capacity—with the result that we 
can’t make any money on these sales. 

The main difficulty—as I see it, 
| is that a lot of dealers have expected 
the code to remedy all their defici- 
encies as merchants. 

There is no code, law, or regula- 
tion that will make a success out of 
a poor merchandiser.—J. D. Cathey, 
president, J. D. Cathey, Inc., Chev- 
rolet, New Orleans, La. 








A Convert 


Although I have always felt that 
your publication has more or less 
catered to the vanity and interest 
of the manufacturers, and only casu- 
ally concerned itself with the wel- 
fare of the automobile dealer, 
nevertheless I accepted the state- 
ments made by Valentine that the 
policy of your publication was to 
represent in a fair and equal man- 
ner the interest of all engaged 
in this industry. 

Upon the strength of such repre- 
sentations, I favored your company 
with my subscription. 

Several issues of your publication 
have arrived, also a copy of the 
Registration and Reference Book, 
through which I have gone very 
carefully, as I wanted to be sure 
that the representations made by 
Valentine were correct. 

It is yet too early to form any 
opinions. I must say, however, that 
your publication is very interesting 
and easily readable. 

On page three of your Registra- 
tions and Reference Book, under the 


(Continued on Page 16, Col. 4) 


‘ona WOrd in 


edgewise” 


By the Publisher 





Two conventions in 

The Flesh one week are just a 
Proves little too much. The 
Weak “flesh is weak” all 
right and the passing 

years make this increasingly ap- 
parent. Last Monday and again 
on Thursday I was in attendance 
at the Automotive Service Indus- 
tries Show at Cleveland. What a 
show and what a crowd of buyers 
intent on the new developments 
of this swift moving business of 
ours. The men in the booths— 
and there were plenty of brass- 
hats among them—had little time 
to hold down the chairs. These 
jobbers and wholesalers came to 


(Continued on Page 14, Col. 3) 











Tariff Directors Discuss 
Increased Freight Rate 


Detroit, Nov. 23.—Traffic direc- 
tors of automobile factories, mem- 
bers of the Automobile Manufac- 
turers Assn., meeting at Detroit 
yesterday, discussed the petition 
that has been submitted to the 
Interstate Commerce Commission 
by the railroads for increased 
freight rates. Final decision on 
the position of the industry to- 
ward the railroads’ request was 
deferred for meeting expected to 
be held later in the week. 


“Being one of the very largest 
users of the railroads,” said J. S. 
Marvin, chairman of the confer- 
ence, “our industry has a keen 
interest in seeing their services 
maintained on the highest possi- 
ble plane of efficiency. While 
always joining with other ship- 
pers in paying our proportion of 
general increases heretofore made 
in freight rates found reasonable 
by the Interstate Commerce Com- 
mission, the question in this case 
is whether the proposal of the 
railroads would actually bring to 
them the increased earnings that 
they have estimated. 


Cost Controls 


“Cost is the controlling factor 
in selecting the method of trans- 
portation. We have assisted the 
railroads in revising their rate 
schedules on our shipping, so that 
during the past three years, an 
allocation of shipments between 
railroads, trucks and water routes 
has been going on according to 
the natural advantages of each. 
In other words, each method of 
transportation has been finding 
its place, based on the cost of 
each service. 


“As we see it, any increase in 
the cost of rail shipping will be 
subject to a 


situations, could indicate a de- 
parture from rail shipping. This 
might mean that the railroads’ 
forecast of increased earnings 
would not materialize. They have 


estimated the additional amounts | 
to be derived from shipments of | 


passenger automobiles, trucks and 


knocked down automobiles, | 
through the proposed increase in | 


their rates, at $3,409,901. 


“There is general opposition to | 


the railroads’ proposal to charge 
$1 for each order bill of lading 
issued. This is not an increase in 
the current rate but would be an 


entirely new charge that has not | 


heretofore been made. It is not 
likely this would bring much, if 
any, revenue from the automobile 
industry which could largely ad- 
just its methods to avoid the use 
of order bills of lading which, on 
the other hand, are a protection 
to railroads as a safeguard 


against improper delivery of ship- 


ments by freight agents.” 

The matter is having the con- 
sideration of a special committee 
headed by C. R. Scharff (Chev- 
rolet), together with F. A. Allen 
(Hudson), J. H. Myler (Chrysler), 
R. L. Reese (Buick), G. M. Sher- 
man (Studebaker), and W. H. 
Lougheed (Graham-Paige). 


Cut Damage Claims 

G. F. Wheeler, freight claim 
agent, Michigan Central R. R., 
presided at a joint conference of 
railroad claim agents and the 
automobile traffic directors at a 
meeting held in the afternoon. 
While it was indicated by the 
claim agents that damage claims 
on automobile shipments are in 
small proportion, the purpose of 
the conference was to discuss 
methods of loading and unloading 
and still further perfect the 
records that are kept, with a view 
to locating the responsibility for 
damaged shipments and remov- 
ing the causes for damage. 

In attendance at the two meet- 
ing were: V. Laird (Auburn), | 
R. L. Reese (Buick), E. J. Tiede- 
man (Cadillac), C. R. Scharff and 
E. F. Stewart (Chevrolet), J. H. 
Myler (Chrysler), N. D. Hoke 
(Dodge), C. A. Sullivan (General 
Motors), W. H. Lougheed (Gra- 
ham-Paige), F. A. Allen (Hudson), 
R. E. Watson (Hupp), E. B. 
Rogers (Pontiac), D. C. Whitmore 


survey from this | 
viewpoint, and in the absence of | 
readjustments to meet particular | 














(Olds), J. J. Crimmins (Stude- 
baker), K. A. Moore (Auto. Mfrs. 
Assn.), and J. S. Marvin (AMA), 
chairman of the conference. 


G. F. Wheeler (M.C.R.R.), W. 
EK. Fitzpatrick (Union Pacific), 
James Coslam (Union Pacific), A. | 
R. MecNitt (Union Pacific), F. R. | 
Flanders (G. T. W. R. R.), J. A. 


Nelson (Great Northern Ry), J. 
W. Connell (Canadian National 
Rys.), Wm. A. Powers (Minn.- 


Atlantic Transit Co.), J. Roman- 
off and J. N. Brundage (Erie), 
J. J. McManus (Norfolk-Southern 
Ry.), W. C. Johnson (C. & N. W. 
Ry. System), V. C. Palmer (G. T. 
W. R. R.), H. S. Johnson (D. T. & 
I. R. R.), F. J. Schillinger 
(Wabash), H. W. Kerus (Penna. 
R. R.), C. D. Hart (A. T. & 8. F. 
Ry.), J. Marshall (Assn. of Amer. 
Railroads), C. H. Dietrich (Assn. 
of Amer. Railroads), G. Madsen 
(I. C. System), C. W. Bliss (B. & 
O. R. R.), W. L. Thomas (N. Y. C. 
Lines), W. J. Hargis (P. M. Ry.), 
G. W. Loderhose (C. M. St. P. & 
P. R. R.), C. L. Jellinghaus (N. Y. | 
Cc. R. R.), M. A. Hartigan jr. | 
(Virginian Ry.), W. H. Goskill | 
(D. L. & W. R. R.), J. S. Jensen | 
(M. C. R. R.), Parks C. Archer | 
(Alton R. R.), H. T. Lively (L. & 
N. KN. H.). 





A TUBE AND ALL-METAL 
VALVE STEM 


nee” 


Nas Ts parts—and the strength and 
rigidity of unit construction— 
have marked a steady progress 
toward sturdier, speedier, safer au- 
tomobiles. The stamped or 
welded steel-spoke wee 


the tire casing with cords, rubber 


m= and 


A 


en 


—are examples. NOW COMES THE 
INNER TUBE AND RIGID, 
FULL-LENGTH ALL-METAL_->5i 


VALVE STEM BUILT AS ONE. sen 


WITH the co-operation of the tire 
industry, the new DUBLTITE Rubber- 
covered-base All-metal Valve Stem is 
a development by the pioneer and 
world’s largest manufacturer of tire 
valves, parts and accessories— 


Schrader. 


Unit construction of metal stem and rubber base 
“‘Ezemount”’ (slide-on) cap fits with or without ferrule. 


cured into a single unit 
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Pontiac Chiefs on West Coast 





A. W. L. Gilpin, vice-president and general sales manager of the 

Pontiac Motor Co., recently met the West Coast representatives in 

Oakland, Calif. Left to right: C. R. Riley, newly appointed Los 

Angeles zone manager; E. S. Grumbache, budget manager of the 

company; A. W. L. Gilpin; T. M. Ray, regional manager, and A. M. 
Sanders, new Oakland zone manager. 


Get Ford Order 


from the Ford Motor Co. for 12 

new production grinding machines. 

Worcester, Mass., Nov. 23.—The} Ford is purchasing the units as part 
Norton Co. here, manufacturer of| of its program of retooling under- 
abrasive tools and materials, has| taken in preparation for its million- 


acknowledged receipt of an order 


car 1935 production schedule. 





DUBL 


ELEVEN OUTSTAN 


1 Permanently air-tight 
at base. 

2 Ruggedness resists se- 
vere weather conditions 
and chafing and strain at 
rim. 

3 Threaded stem permits 
use or elimination of the 
usual hexagon nut, bridge 
washer and rim nut. 

4 Permits the use of at- 
tractive dust cap; or that 
modern, convenient in- 
flating cap — Schrader 
“Dubl chek.” 

5 Has full pull-back fea- 
ture—readily pulls out of 
rim (if rim nut is omit- 
ted) in event of a “flat.” 


steel-cable beads 


mm 


S| 
a - 


It has been accepted that to 


fully withstand the stresses to which 
a tire valve is subjected under modern 
conditions it of all, be 
RIGID . . . and only METAL can as- 


must, first 


added t 
sure this important requisite to the 
degree necessary for the valve’s ut- 
most efficiency and dur- 
ability. The Dubltite ful- 
fills these requirements 
completely. 

Dubltite retains all the 
strength of the Schrader 
all-metal stem by means 
of which, during more 


Makers 
1844. 


Reg. U.S. Pat. 







The new Schrader 


Rubber-covered-base Metal Tire Valve 


11 Uses standard valve core 
—and protects it thoroughly. 


in comfort and safety. 


air-sealed-base 


5 


Hudson Orders 
Top $6,500,000; 
Schedule at Peak 


Detroit, Nov. 23.—Orders and 
commitments totaling in excess 
of $6,500,000 for the period up 
to Dec. 31, have been received by 
the Hudson Motor Car Co. since 
the showing of the new cars to 
distributors last week. 

An additional million dollars 
worth of orders offered by the 
distributors as a result of their 
enthusiasm for the new Hudsons 
and Terraplanes, could not be ac- 
commodated by the present man- 
ufacturing schedule, 

In reporting the receipt of this 
volume of business, William R. 
Tracy, general sales manager, 
states that all territories are tak- 
ing their full quota of cars for 
November and December. 

Orders in excess of the original 
quota were placed by a number 
of territories forcing the manu- 
facturing schedule for this initial 
period up to its maximum, it is 
reported. 





Bridges Named 


Birmingham, Ala., Nov. 23 
(UTPS).—Roy P. Bridges has been 
appointed vice-president and general 
manager of the Evans Motors of 
Alabama, distributors of Willys and 
Austin cars. 





rd schrade” 


grande 
valve stem 







TITE 


DING FEATURES 


6 Fits any rim-hole with- 
out rim modification; 
previous fittings and at- 
tachments can be used. 


7 Rigid threaded stem 
simplifies tire mounting 
and inflating. 

8 Rigidity of stem allows 
ready application of ex- 
tensions when necessary. 
9 Versatile —a few sizes 
replace entire line of pas- 
senger-car and_ truck 
straight and convertible 
valves. 

10 Beautiful in appear- 
ance with the new Schra- 
der chromium-plated 
“Ezemount” cap. 
























than forty years, millions of motor- 
ists have travelled billions of miles 


To this is 
he very ultimate in positive 


-plus 


construction 


qualities for convenience and ap- 
pearance unequalled in any other 
tire-valve type or design. 

Look for DUBLTITE valves on your 
new tubes. A. Schrader’s Son, Inc., 
Brooklyn, N. Y; Toronto, Canada. 


of pneumatic valves since 


Schracer 


off 


4 ‘Be sure it’s a Schrader—Look for the name.”’ 
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Parts- -Accessory Groups Diseuss Trade Problems 


“Buymanship”’ 
Wins ME 


(Continued from Page 


sofar, at least, as the scale of pro- | 
posed operations are concerned. 


The “BUYmanship Plus Plan”| Johnson, of the Auto Spring & 


involves the creation of a sepa-| 
rate corporation to be known as/| 
Automotive Distributors, Inc. De- | 
tails of its operation have not yet | 
been announced but directors and | 
officers have already been elected, 
it was announced today. In not! 
more than a week’s time close to | 
100 MEWA members have be-| 
come members of Automotive | 
Distributors, Inc., reflecting the | 
ready acceptance of the plan. 

An important feature of the 
plan is the merchandising “carry | 
through” for the creation of 
proper sales and service outlets 
as a vehicle for mass volume. | 





B. W. Ruark 


in are the jobbing | 

operations of retail stores. 
Officers of Automotive Distrib- 

utors, Inc., are H. M. Dine, of the | 


H. M. Dine 
Closely tied 


Dine-DeWees Co., Canton, O., 
president; C. E. Owen, of the | 
East Texas Auto Supply Co., Ty-| 
ler, Texas, vice-president; E. T.| 
Satchell, of the E. T. Satchell Co., | 
Allentown, Pa.; who becomes ex- | 
ecutive vice-president on special | 
assignment; G. E. Johnson, of the 
Auto Spring & Bearing Co., Roan- 
oke, Va., secretary and treasurer. 
The board of directors include | 
in addition to the officers: F. W. | 
Ehrlich, Automotive Equipment | 
Co., Newark, N. J.; H. R. Rosen, | 
Franklin Auto Supply Co., Provi- | 
dence, R. 1; R. C. Sparks, of 
Sparks Auto Supply, Champaign, | 
Tll.; B. S. Arnold, Onondaga Auto | 
Supply Co., Syracuse, N. Y.; A.| 
V. Fagerstrom, of Motor Acces- | 
sories and Parts, Inc., Pueblo, | 





E. T. Satchell 


Colo.; and T. C. Thompson, the} 
Repass Automobile Co., Waterloo, | 
Towa. 

Through an arrangement with | 
the board of directors of the 
MEWA, General Manager B. W. 
Ruark, of that organization, has | 
been made general manager in| 
charge of operations of Auto-| 
motive Distributors, Inc. 

Running all through the gen- | 
eral sessions of the MEWA there | 
was a note stressing the need for 
more efficient sales and service 
outlets as a part of the independ- 
ent structure of the parts indus- 
try. This led directly into en- 
dorsement of the “BUYmanship 
Plus Plan.” 

Among those who participated 
in a discussion of “The Changing 


E. R. Seager 


Parts Picture” were Don Mc- 
Kim, MEWA parts distribution 
manager; A. L. Treitman, of the 


American Motors Specialties Co., 
Newark, N. J.; and Ray C. 
Sparks, of Sparks Auto Supply, 
Champaign, Ill. 

“What’s Ahead in Automotive 
Jobber Distribution” developed 
active discussion by K. R. Crook- 
ham, of the Wiggins Co., Port- 
Jjland, Ore.; W. F. Wilkerson, of 





| Electric Co., New Orleans, spoke 


| son, 


|ing and similar phases of the 


Program 


WA Approval 


1) 
Wyoming Automotive 
Wyoming; Gordon 


Co., 
E. 


the 
Casper, 


| Bearing Co., Roanoke, Va.; and 
George Lockridge, of the Kansas 
City Auto Supply Co. Kansas 
| City, Mo. 


Percy Stern, of the Interstate 


on “Jobber Operation of Retail 
Stores.” 

One of the high spots of the 
MEWA meeting was the an- 
nouncement by Robert G. Patter- 
Code Authority Chairman, 
of the approval by the code 
authority of credit terms which 
now become a part of the code 





for the trade. 

E. T. Satchell was elected presi- | 
dent of the MEWA for the en- | 
suing year. Elton R. Seager, of | 


the Pennsylvania Rubber & Sup-| 





ply Co., Cleveland, was elected 
vice-president. For secretary, Ray 
C. Sparks, of the Sparks Auto 
Supply, Champaign, IIl., was the | 
selection. George Lockridge, of | 
the Kansas City Automobile Sup- 
ply Co., Kansas City Mo., was 
elected treasurer. 

Two significant changes were | 
made in the Motor and Equip- | 
ment Wholesalers Association's | 
by-laws. One increased the mem- | 
bership of the executive commit- | 
tee from five to three. The other | 
set up a provision for rotation of | 
|officers under which they will | 
hereafter serve only one term. 

The new executive committee | 





L. L. Smith 


M. T. Rogers 


now consists of the newly elected 


officers together with H. E. 
Vestal, of the Reinhard Brothers 
Co., Minneapolis. 

The wholesalers spent 
cally all of one forenoon session 
discussing “The Need for Jobber 


practi- | 


Unity.” This was led by W. C. M. | 
Lawrie, assistant general man- 
ager, MEWA. Under this gen-| 


eral topic subjects discussed in- | 
cluded small branch operations, 
methods of meeting chain store 
competition on parts, over plus 
jobber distribution, assisting re- 
tails to compete with chain store 
and mail order competition, ware- 
houses and their proper function- 


wholesaler’s problems. 

Members of the Motor and 
Equipment Manufacturers Assn., 
in their annual conventions ses- 
sions, held co-incidently but sepa- 








G. 


Cc. P. Brewster Groth 


rately from those of the Motor 
and Equipment Wholesalers 
Assn., looked with great interest 
upon the launching by the latter 
organization of a group buying 
plan, together with a _ probable 
trade-marking of products or cer- | 
tification of jobber outlets. How- 
ever, no action was taken, the 
feeling being that it would be well 
to wait to see just how the pic- 
ture would develop. 

The board of directors of the| 


| K-D 


Heads N s P A 


D. W. Rodger 


ers, of the Multibestos Co., Cam- 


bridge, Mass., as president. Other | 


officers elected were: L. L. Smith, 
of the B. F. Goodrich Co., Akron, 
vice-president; C. P. Brewster, 
Mfg. Co., Lancaster, Pa., 
treasurer; and Gordon Groth, 
Simmons Mfg. Co., of Cleveland, 
secretary. 

New directors elected included 
C. H. Cuno, Cuno Engineering 
Corp., Meriden, Conn.; Malcolm 
McCormick, Walker Mfg. Co., Ra- 
cine, Wis.; B. G. Close, King 
Quality Products Co., St. Louis, 
|Mo.; R. J. Rich, The Simoniz Co., 
Chicago; and Gordon’ Groth, 
Simmons Mfg. Co., Cleveland. 

Directors continuing in office 
are: C. P. Brewster, C. H. Cuno, 
M. T. Rogers, L. L. Smith, C. F. 
Conn, Trico Products Corp., Buf- 
falo; G. W. Sherin, of E. I. du- 
Pont de Nemours & Co., Wil- 
mington, Del.; and J. A. Tumbler, 
of J. A. Tumbler Laboratories, 


Baltimore. 
Set New Record 
The Motor and Equipment 


Manufacturers Assn. 
usual record during the past year 
by taking in almost 100 new mem- 


bers, reflecting both a high degree | 


of industry support for the asso- 
ciation as well as confidence in 
the future. 

The new officers will not be in- 


| Stalled until Jan. 1. 


In sessions of the MEMA gen- 
eral agreement was indicated that 


| the lot of the parts jobber can be 


improved chiefly in two ways. 





set an un-| 


1 





First, by helping the existing job- | 


bers, and second, by increasing 


| jobber outlets. 


Among the various committee | 


reports received with great in- 
terest was one by P. A. Karl, 
the Brunner Mfg. Co., Utica, 
x. ee 


committee. Karl, 


of | 


chairman of the export | 
in his report, | 


gave a very encouraging picture | 


of improving export markets, par- 
ticularly as regards Japanese 
competition. 
Curb Accidents 

G. E. Weaver, of the Weaver 
Mfg. Co., Springfield, discussing 
compulsory automotive safety in- 
spection and maintenance for 
safety’s sake, declared that the 
rising tide of automobile acci- 
dents may soon force casualty in- 
surance rates so high that the 
average man will be unable to af- 
ford the responsibility of owning 
or driving an automobile. As a 
remedy he urged compulsory 
semi-annual inspection of all mo- 
tor vehicles operating on city 
streets. He added that insurance 
rates would be affected by an in- 
crease of 20 per cent in fatalities 
and property damage this year. 

J. M. Spangler, of the National 


Carbon Co., chairman of the 
Wholesalers’ Relations Commit- 
tee, voiced concern over the 
group buying movement among 
jobbers. 

A. G. Drefs, McQuay-Norris 


Mfg. Co., talked on car manufac- 


turers’ suits against independent | 
manufacturers et al re contribu- | 


| tory 


| facturers, 
MEMA re-elected Mason T. Rog- | 


infringement and_ unfair 


competition. 

An apparent determination to 
meet more aggressively the prob- 
lems confronting automotive parts 


manufacturers and jobbers was | 


shown in sessions of National 
Standard Parts Assn. meeting in 
a two-day convention at the Hol- 


lenden Hotel prior to the opening | 


of the show last Monday. 
Attendance of jobber § and 
manufacturer members was ap- 


proximately 500 on the two days, | 


Nov. 16 and 17. Methods of meet- 
ing increased competition from 
chain stores, mail order houses, 
car dealers and distributors were 
discussed from many angles. Pre- 


convention activities included | 
meetings of the marketing re- | 
search and other committees and | 
of the boards of governors of the | 


jobbers and manufacturers, re- 
spectively. 


Balance Budget 


An address by Dr. A. P. Haake, 


managing director of the National 
Association of Furniture Manu- 
Ine., Chicago, was a 
feature of the first day’s general 
session. Dr. Haake declared that 


“when business can be assured | 
somewhat more definitely as to} 


the future activities of our gov- 
ernment,” especially in such mat- 
ters as balancing the budget and 


protecting government credit, “we 


shall see renewed activity and 
the mounting need of the dole 
and government subsidized relief 
will rapidly disappear.” 
“Business must be solvent and 


|their business from the chains 
and mail order houses. The ses- 
sion was humorously concluded 
by H. L. Coggins, Patterson Parts 
Co., Inc., San Francisco, Calif., 
who made his annual appearance, 
|}and prodded both manufacturers 
| and jobbers as he referred to con- 
ditions and practices in the in- 


| dustry. 

An event of outstanding in- 
terest to NSPA members and 
|their employes was the  en- 


gine reconditioning demonstration 
staged in the Hollenden on Sun- 





J. P. Muller 
day, Nov. 18. A complete machine 


L. F. Hunderup 


shop was in actual operation 
throughout the day and in it Ford 
A and V-8 engines were com- 
pletely reconditioned. The various 
operations were arranged pro- 
gressively so that all of them 





there must reappear some incent- | 


ive of profit, before there can be 


a real increase in employment,” | 


he added. 


Prominent on the second gen- | 
eral convention session Saturday | 
morning was E. B. Gallaher, of | 


the Clover Mfg. Co., Norwalk, 
Conn., who talked on the “Pres- 
ent Day Problem of Distribution” 
and stressed particularly the in- 
creasing importance of chain 
store competition and suggested 
moves which manufacturers and 


| wholesalers should make in order | 


further inroads on’ on 


to prevent 





might be witnessed at any one 
time during the day. Time checks 
were kept on each operation and 
wholesalers were shown how they 
might compete profitably in of- 
fering engines on an exchange 
basis such as was first adopted 
by the Ford Motor Co., and as 
reports indicate may be adopted 
by other manufacturers of the 
lower priced cars. 

On Tuesday, Nov. 20, the secre- 
taries of local and_ sectional 
groups of automotive jobbers met 
at the Hollenden under sponsor- 
ship of NSPA. The discussion 
centered around problems with 
which they are confronted in suc- 
cessfully developing and carrying 


|out co-operative efforts among 


jobbers. Subjects discussed in- 
cluded the issuance of discount 
(Continued on Page | 14, Col, 1) 


HERE'S SOMETHING THAT'S. 


SELLING 





est car necessity. 


demand. 





AUTO- CHARGER 


Just what millions of motorists need—a 
simple, 
CHARGER 
weather 
radio, 

sories. 

is telling YOUR customers about this new- 
The season is NOW. Get ready to cash in on consumer 


practical, inexpensive BATTERY 
that insures positive cold- 
starting and ample current for 
heater and other electrical acces- 
Dominant NATIONAL advertising 


EXCLUSIVE FEATURES—NATIONAL ADVERTISING 


K R W Charger operates on BOTH 25 and 60 cycles; 50% 
yet uses only 50 watts; 


most other makes, 


larger transformer than 
EXCLUSIVE patented Thermal Relay 


prevents current flow-back if power fails; two charging rates, 


$ 75 F.O.B. 2 and 5 amps, with automatic safeguard against overcharge. 
6 puttets No liquids, bulbs or moving : 
CASH with parts — simple, compact, THE SATURDAY 
complete — and _ uncondi- EVE < 


year. 
stalls neatly 


socket 





tionally guaranteed for 1 


Fits ALL cars; 


with only one drill hole; 
plugs into any light 
and works while 
the car is idle. 
be installed in garage for 
charging battery without 
removal from car. 


Write for literature and 
quantity discounts. 


in- 


under dash 


May also 





13 Lock St. 





y 
Bonn ee a "i APPROVED FORD SHOP OL SINCE 1916 











Seat Cover Sales Pro 


Fry Gives Hints to Help 
Cash-In on Bottom Dollar 


By E. M. LUBECK 


TATISTICS show that there are some twenty odd mil- 

lions of passenger cars of various ages in daily use in 
Each is upholstered in what has been 
considered by the car manufacturers the material best 
suited for the type of car and best suited to stand the| 
general wear and tear in city or rural usage. The owners 
of these cars bought 434,000 sets of seat covers from the | 
department stores, chain stores and hardware stores in 
The seat cover volume of@———————— _ . 


the automobile dealer body has| has better resale possibilities than 


the United States. 


1933. 
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ve Valuable Asset to Dealers 





not yet been figured, but has been] one jin which the upholstery is 


estimated as running close to 
that figure. 

So far in 1934 the dealers of 
one large car manufacturer have 
sold close to a half million dollars 
worth of seat covers. The organ- 
izations of several other makers 
have: sold to the motoring public 
an average of a quarter of a mil- 
lion dollars each of materials 
fabricated to fit the seats and 
seat backs of the new cars sold 
this year. Seat cover manufac- 
turers estimate that fitted seat 
covers will reach a volume in 
1935 of nearly one million sets. 


$5,000,000 Market 


The money value of these cov- 
ers will reach better than five 
millions of dollars, for it may sur- 
prise the car owner and the 
dealer as well that seat covers 
range in price up to as high as 
$150 per set for some of the 
higher priced cars. The unusual 
part of the seat cover business is 
the fact that the car manufac- 
turer pays annually better than 
$70,000,000 for materials for up- 
holstery for the new cars and buys 
what he feels is the utmost value 
for his money. Hence, to those 
who drive the new cars just as 
delivered from the dealer’s floor 
the question naturally arises, 
“Why seat covers?” 

The layman can’t answer the 
question and likewise a lot of 
dealers, who, even though they 
are being promoted by the sales 
promotion departments of the ac- 
cessory sections of the various 
car makers, seem to have no 
answer. They seem to be content 
with a sales argument that seat 
covers save the _ ulpholstery. 
Therefore the inquiring reporter 
for the A.D.N. visited the seat 
cover maker himself who aside 
from the commercial part of the 
picture, tells the story. In this 
case the Fry Seat Cover Co., of 
Detroit, headed by W. L. Fry, who 
has been making and selling seat 
covers for the past fifteen years 
and whose volume on fitted cov- 
ers ran to over a million dollars 
last year. 


Adds Trade Value 

He says, “Seat Covers for motor 
cars, aside from the money the 
dealer can make by selling them, 
have a definite use for the Ameri- 
can public. By that I mean that 
seat covers from a dealer’s point 
of view have a definite value in 
relation to the value of a car 
when it is to be traded in. The 
dealer sells a car to a _ buyer, 
and, if he is of the type that fol- 
lows up his owners, he will some- 
time in the future sell that buyer 
another car. 

“When the old car comes in the 
dealer can repaint the car to 
make its appearance attractive to 
the used car buyer, he can repair 
it mechanically to make it easily 
saleable, but I have yet to hear 
of a used car ever being reuphol- 
stered for the reason that the job 
of installing new upholstery is 
something that the dealer knows 
nothing about. Therefore the car 
which has had its upholstery pro- 
tected during the time it has been 
in use has a greater value than 
one which when being appraised 
for a trade-in, regardless of the 
code book values. In this way 
the American car buying public 
is the gainer because it stands 
to reason that the used car which 
looks the best outside and inside 








Take the word of Ralph H. 
Bunker and other veteran In- 


torn or soiled. 
who sells seat covers at the time 
of delivery of the new car can 
look forward to the time when 
the car is to be traded in and 
know that he is going to have a 
clean job for his used car lot or 
salesroom. 

“Aside from that feature seat 
covers offer an opportunity for 
the owner to make possible vari- 
ations in interior appearance of 
the car. To be sure the factories 
put in the best possible material 
for the price of the car. A ma- 
roon car of any make is just like 
the next maroon car you see roll- 
ing down the street. The owner 
may make his car more attrac- 
tive or add a personal touch by 
the adoption of seat covers. 


ternational Truck dealers that 
the International franchise in- 


creases in value every year. Any 
dealer who gets into the truck 


OFrice ann snow ‘is 
7 FIFTH sTmeer 


business now with Interna- 


tional will grow with t 


his line. 


There is a tremendous back- 


log of truck business 


that is 


starting to break loose. Get 


in on the ground floor. Our 
nearest branch will give you 
complete information on the 
International Truck contract 


in your territory. 





Offers: 


A complete line of trucks 


from '%-ton to 10-ton. 


reputation without equal 
for quality and after-sale 
215 International 


service. 


Here Is What 
International bes 


models, and h 
Since, 
then, but 
to operate and 


v 
attractive ft 
dealer can obt 
You stand back 


ing to pi 
A thise, fe 7 8 


Harvester branches offering 
International dealers the 
closest possible assistance in 
sales and service. Interna- 
tional Truck finance plan on 


both new and used trucks. 


Largest advertising cam- 
paign of any full - line 


The car dealer | 


We sola 


We have se 4 
Seen many 
at all times tm 


Oday, more than 

ranchise, y 
ou have 

ain assist, = VY more 


“At the same time he has a 
wide selection in materials. He 
can get seat covers which are 
| waterproof so that in rainy 
weather wet garments will 
soil the upholstery. 

“We make covers for cars from 
|the lowest priced ones to the 
highest priced ones on the mar- 
ket and it is interesting to note 
that dealers in the higher priced 
|car brackets are the ones who do 
|the best seat cover selling jobs. 
| Several of the higher priced car 
| manufacturers insist that their 
dealers sell seat covers. 

“There is another good point to 
be considered in the matter of 
| seat covers, one which seldom oc- 
|curs to the average man: that is 
the fact that seat covers can be 


Selling Internationals Since 1910... 
Considers Franchise 
Better Today Than Ever 


as 





not | 


7 


laundered frequently so that the 
interior of the car can be kept 
spic and span at all times with 
little cost or effort. 

“The fact that over four hun- 
dred thousand sets of seat covers 
were sold by chain and depart- 
ment stores would lead to the be- 
| lief that the car dealers should 
have sold at least sixty per cent 
of them at the time of selling the 
car. The dealer even now has 
opportunities all around him in 
cars that are parked right across 
the street, in the public parking 
places and private garages, visit- 
ors to the service department, 
used car dealers and for their own 
used car stocks while thousands 
of farmers can be reached by the 
R.F.D. mail routes.” 

































RALPH WH. BUNKER 
International Motor Trucks 


TELEPHONE W198 


Dover, New Hampshire 
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RALPH EH. BUNKER 


truck manufacturer, constantly promoting the sale of Interna- 


tionals in national magazines, newspapers, vocational publications, 


and through direct-mail. 


INTERNATIONAL HARVESTER COMPANY 


606 So. Michigan Ave. 


OF AMERICA 


(Incorporated) Chicago, Il 


linois 


ne most €conomica) 


branches has 

7 been 

any way possible, 

If a dent them 
Succeed with & dealer is wi2)_ 

anythi arvester fran. 








WAREHOUSE ano GAPaae 
7 FIFTH sTmEey 
















air-cooled 
trucks ever 
iction Since 

































NTERNATIONAL TRUCK 















8 


Close F ollow-Up is 


Good Equipment Helps, 
But Sales Effort Wins 


By E. M. LUBECK 
A LARGE motor car dealership operator in one of the 
big Eastern metropolitan centers called in a business 
operation analyzer some weeks ago. The dealer wanted 


to find out what was happening to his business because | 
| nical booklet titled “Auburn Dual 


he noticed that the service end of his organization was 
costing him a lot of money. He had invested in all 
the tools which the factory service department felt he 
should have, he had also spent upwards of $1,000 for 


| in the 


| tion about Auburn’s dual ratio, 
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Key to Service 


© 


Auburn Supplies Schools 
With Dual Ratio Data 
Auburn, Ind., Nov. 23.—In re- 


sponse to requests from engineer- 
| ing schools for detailed informa- 


the company has recently pre- 
pared a complete printed school 
room display. 

This display consists of a large 
wall diagram chart and a tech- 


Ratio, What It Is and How It 
Works.” The booklet is to be 
supplied to each student and used 
classroom as explanatory 








grease hoists, wheel aligning ma-@- - 


chines, and brake testing equip- 
ment but the financial returns 
from the investment were not 
what he had thought they should 
be. 

Here is what the business an 
lyzer found: 

The total service jobs for the | 
year 1933 amounted to 7,977, cov- 
ering service operations on 3,206 | 
owners’ cars. The dollar volume 


a- | 


per car for the entire year, but | 
the startling feature of the an- | 
alysis was that the total number | 
of owners who came in for serv- 
ice of some kind or other was | 
less than one-third of the total | 
number of cars this dealer has | 
sold during the past three years, | 
indicating that somebody other | 
than himself was taking care of | 
more than 6,000 cars which this 
dealer through his active sales | 
organization had put on the| 
streets of that city. 


Above Average 


While this dealer actually serv- | 
iced a greater percentage of his | 
owners’ cars than the average | 
dealer, which is said by one prom- | 
inent salesmanger to be less than | 
20 per cent of the total cars sold | 
by a dealer, the dealer in point | 
felt that he should have been able | 
to service more cars and thereby | 
show a profit. He maintains a| 
big service crew, has five’ service | 
salesmen on the floor to greet | 
owners and write orders, but un- 
til he was shown the report and | 
had conditions explained to him | 
he had been at a loss to know | 
just what was happening. 

The analysis revealed that out 
of a total of 1594 cars he had sold | 
an average of only 3% service jobs 
per car which made up the bulk | 
of his pay jobs and that 1,612) 
owners representing the balance | 
of those who used his service de- | 
partment had an average of only 
one or two service operations | 
during the year. This report in- 
dicated that none of these owners | 
had ever been sold anything but | 
the work they ordered and that 
all the equipment and facilities 
for service which this dealer had | 
installed was being neglected by | 
his service crew. 


What Was Wrong 


He received a second shock 
when the report showed that of 
the 1,594 car owners who came in 
for the greater number of service 
operations, 791, or 54 per cent of 
the total came in only once in the 
year 1933. His big job now, just a 
year after it all happened, is to 
find out why they never came 
back, a job which a lot of the 
dealers around the country are 
solving with neighborhood service 
and sales stations. This dealer, 


rations which gives him a clue 


because it is all tabulated as 
follows: 

Number Average 

of Dollar Value 
Type of Work Operations Per Owner 
Greasing and Lub. Jobs. .1492 $ 2.74 
Valve and Carbon ..... 307 3.37 
Brakes and Wheels ..... 797 2.89 
DE ccc ae peetceseces 182 4.49 
Transmission .......... 219 6.06 
ae 336 3.24 
MOR csc agecins 418 2.53 
Lr 752 2.68 
Eee 416 2.48 
DT ccs nsbeuaieeas 445 2.90 
Engine Repairs ........ 824 4.41 
Body and Fenders ...... 730 4.43 
Accident Jobs ......... 158 14.85 
Tires and Tubes ...... 16 1.82 
Propeller and Jts. ...... 54 2.47 
eee aaa 349 4.38 
Motor Overhaul ....... 13 25.11 | 
Tightening Jobs ....... 330 
139 


Inspections 


|he sells. 


| which means 
was only $26,134.75, or less than $9 force had not been sold on the 


| $125 to $150 per month by using 


| 








The list shows that with a total | 
of 1,492 lubrication and greasing | 


e y e | 
jobs, on an average of better than| Vermont Dealer Claims | 


four a day, no effort was made to | 


| sell tires and tubes of which this | 
| dealer carries a full stock of the | 


sizes needed for the type of car 
In fact he sold only 
$29.12 worth of tire and tube jobs 
that his service | 


idea of selling rubber to car own- | 
ers, particularly when the car is 
in the hoist, and a favorable op- 
portunity presented itself. The 
service sales force was strong for 
mechanical work, as is shown by 
the number of brake and wheel 
orders, electrical and engine re- 
pair jobs, but overlooked a good 
opportunity in selling other serv- 
ice jobs, for which the dealer is 
equipped. 

While this analysis was made 
during the middle of the summer 
and shows that the dealer had 
room for improvement, he has 
started selling the idea to his men 
that their jobs are dependent 
upon the amount of service work 
they sell for the shop or any 
other branch of the service de- 
partment, including washing and 
polishing. August, 1934, shows a 
gain of 33 per cent over August, 
1933, while September shows an 
even greater increase. October 
figures are not available but the 
indications are that it will show 
comparative increases. 

The dealer is personally check- 
ing to find out why owners are 
not coming back. He says that 
the sales department will have to 
handle the sales while he is hand- 
ling the service. He is saving from 





a quick repair order blank in- 
stead of writing orders and, in 
his quest for the car owner who 


| hasn’t been in for a long time, he 


is also on the alert for good loca- 
tions for neighborhood sales and 
service feeder stations. He has 
learned that service has to be 
convenient for the car owner, as 
well as efficient in the actual 
work done, and that his service 
men should do a selling job in- | 
stead of being order takers. 


Madison Dealers Battle 


Wisconsin Recovery Act | 
Madison, Wis., Nov. 23.—The 
Edwards Motor Co., the Bailey | 
Motor Car Co. and the King- 
Braeger Motor Co., all of Mil-| 


waukee, and the Gibson Auto Co., 


| wall 


| bile code was attacked by John 





Oshkosh, and the 


Hennemann | 


Motor Co., Chippewa Falls, have | 


appealed from a decision of Cir- | 
cuit Judge A. G. Zimmerman, 
made last month, in which he 
upheld the constitutionality of the 


however, has a list of service ope | state recovery act and the auto- 
’ - 5 . - 


mobile code formed under it. 
The supreme court on Dec. 7 

will hear arguments in two com- 

bined suits which challenge the 


} 
| 
| 
| 
| 


constitutionality of the automo- | 


bile retailers’ code. The decision 
by the supreme court will decide 
whether 19 other state codes can 
be enforced and whether 60 other 
code proposals for various indus- 
tries now pending will be placed 


in operation. 


Ford Names Stewart 
Louisville, Ky., Nov. 23.—J. 


Stewart has been appointed as 


} 


| 
| 


G. | 


wholesale manager of the Louisville | 


branch of the Ford Motor Co., it 
was announced by Harry J. Burkett, 
manager of the Louisville branch 


| of the Ford Motor Co. 


| 


matter in conjunction with the 
chart. 


Code Is Unconstitutional | 


Rutland, Vt., Nov. 23.—Consti- 
tutionality of the retail automo- 





L. Cootey, Rutland dealer, in his 
answer to an injunction suit filed 
against him in U. S. District Court 
here by District Attorney Joseph 
A. McNamara of Burlington. 

The district attorney sought a 
federal court injunction to stop 
practices of Cootey alleged to be 
in violation of the code. Viola- 
tions charged by McNamara in- 
clude granting cash allowances in 
excess of those prescribed in the 
code. Cootey asked the court 
to dismiss the injunction petition 
on grounds that the _ so-called 
“price-fixing” provisions of the 
code, as specifically related to 
allowances, are unconstitutional. 


Sales Success 


Michigan Man Patents 
Automatic Transmission 


Kalamazoo, Mich., Nov. 23.— 
A patent has been granted to 
Donald Pilaar, 426 Eldred street, 
on a design for an automatic 
transmission for automobiles 
which is said to eliminate all 
manual gear shifting. 


The invention makes use of 
the principal of centrifugal force, 
gears being in mesh at all times 
and shifting being regulated by 
the speed of the engine when in 
first or second gear and by the 
speed of the car when in high 
gear. The invention can be 


Auto Parts Co., was elected director 
of 
Assn. at the closing session of the 
annual eonvention at Cleveland, O., 
Nov. 18. 


adopted to the present type of 
transmission, according to Pilaar. 
A centrifugal clutch is incorpor- 
ated in the design. The inven- 
tion is the result of six years ex- 
perimentation and is Pilaar’s 
second patent, the first being an 
automatic four - wheel brake 
equalizer developed in 1925. 


Named NSPA Director 


Richmond, Va., Nov. 23 (UTPS). 
-H. B. Truslow, of the Richmond 


the National Standard Parts 








40 CAR SALES in the Old Station 


th 
SRY TES 


in the new 
NEIGHBORHOOD 


[UNIVIUY, 


aaa 


SALES A 


SERVICE STATION 


If you have the slightest doubt as to the in- 
creased car sales that are being made through 
| these new type stations, this report from a 
veteran Detroit dealer will dispel it. A recent 
check-up by a leading automobile publication 
shows equally amazing results from many 
other sections of the country. An enthusiastic 
Washington, D. C. dealer says that so far this 
year his new Neighborhood Station has netted 


a profit of $17,000. 


There are three important reasons for this 
(1) Prospects are multiplied many 
times and the larger number of prospects are 
in the buying mood; (2) Operating costs are 
greatly reduced; (3) The stations are designed 
and built to give 24-hour sales appeal. 

No. 3, above, gives you the reason why so 


success - 
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many dealers consult with Austin engineers. 
These dealers want the design and building 
experience that assures these definite advan- 
tages ...stations that are distinctive, mod- 
ern, attention compelling . . . stations that are 
highly colorful because of their porcelain enamel 
walls and other attractive features... stations 
which may carry the dealer’s individual trade- 
marks as well as those of the car manufacturer 
and oil and gas marketer . . . stations that are 
custom-built, yet standardized for economy 

. costs range from $1,000 to $100,000. 

The Austin Company, with offices from 
coast to coast, is prepared to apply its com- 
plete service to your individual problem, 
whether you contemplate modernization or 
complete new stations. Phone, write or wire 


SERVICE STATION OIVISION 


THE AUSTIN COMPANY 


Engineers and Builders 
National Headquarters 
16112 Euclid Ave., Cleveland, O. 





UNIFORMITY in the Neighborhood Stations, 
selling your cars is of vital importance. This is one 
reason why the Austin Plan of Promotion can be 
made most profitable to you and to your dealers. 
Why not let us discuss this subject with you? 


Offices in Principal Cities 
Detroit, Michigan 
THE 2842 West Grand Blvd. 
AUSTIN METHOD 


In the building of Neighborhood Service Stations, 
Austin is drawing upon its 50-years’ experience in 
the design and construction of complete plants for 
industry. Austin Engineers will gladly discuss any 
plant moderhization plans you may contemplate 












the 


The News of Automotive Advertising 





eae by Packer of 
plant at Daytona Beach, 


covered by Packer. 


of the poster 
Ormond and New Smyrma 
was announced last week by Harry H. Packer, of Cleve- 
land. More than 60 cities and towns in Florida are now 


Florida, Inc., 


Headquarters are at Jacksonville. 


The Packer Corp. also announces the extension of its 
holdings in Texas through the purchase of the Flury plant 
at Austin. The Packer territory now extends from Austin 


and San Antonio to the 


Grande. 
* * x 
L. H. SPINER, who since last 
February has been assistant man- 
ager of the sales promotion-ad- 
vertising department of Shell 
Petroleum Corp., has been ap- 
pointed manager of that depart- 
ment (effective Nov. 1), succeed- 
ing Paul Ryan, resigned, it was 
announced today by L. van 
Eeghen, vice president marketing. 
oe * * 


WILLIAM OGG FITZ GER- 
ALD, noted for his murals and 
wood cuts as well as his weekly 
cartoons on automotive trends 
which appear in Automotive Daily 
News, has been commissioned to 
do the decorations at the annual | 
exhibit of the Society of Automo- 





Xmas Gift Plan 





Spurs Chevrolet 
Fall Parts Sales 


Detroit, Nov. 23.—Chevrolet 
parts and accessories officials in 
charge of the Christmas gift ac- | 
cessory drive report an enthusias- | 
tic reception of the plan on the 
part of the dealers as reflected in | 
heavy orders for every item on 
the list. All articles are wrapped 
in Christmas gift wrappers. 

The Kettle Klub prizes which 
are to be awarded dealers’ sales- 
men based on the volume of 
Christmas wrapped gift sales are 
adding stimulus to the campaign | 
and dealers report that the com-| 
petition is assuming greater pro- 
portions because of the fact that 
the salesmen get commission on | 
every individual sales and qualify 
as well for the divisions of the 
prizes according to the size of 
the pot in the kettle. These prizes 
are to be awarded on Dec. 20. 

In addition to the packaging 
idea, the Christmas window dis- 
plays to be introduced by dealers 
is gaining speed daily. M. D. 
Douglas, general service manager 
for the company says “The fact 
that the Chevrolet dealers are to} 
follow the Christmas window dec- 
oration idea customary with all the 
other merchants in the town has 
awakened a new merchandizing | 
spirit among our dealers.” He 
adds “judging from the photo-| 
graphs already received together 
with reports from our field forces, 
we look for a Christmas acces- 
sory selling record far beyond 
anything we have ever under- 
taken. These photographs are to 
be judged as to their value as 
display prizes will be awarded for 
the most effective designs. 


Good lyear Hearing | 


By FTC Reopened 
In Washington 


Washington, Nov. 23.—The 
Federal Trade Commission’s hear- 
ings in the Goodyear Tire & Rub- 
ber Co. case will be resumed in 
Washington today. They probably 
will continue five or six days and 
will be for the taking of testimony 
on the part of the respondent | 
company. R. M. Maclver, econom- | 
ist, of New York City is expected | 
to be one of tM witnesses. 

Hearings in Akron, Ohio, were 
concluded last week and it is 
probable the Washington hear- 
ings will conclude the taking of 
testimony in the case. 





Rio ®— 


tive Engineers which will be held 
at the Book-Cadillac hotel here 
Jan. 14-18. Fitz who is known to 
his friends at just Bill or Billogg, 
has also arranged with Fay Fau- 
rote of the S. A. E. to act as his 
New York manager with offices 
at 29 W. 39th St., New York City. 
Billogg takes full responsibility 
for the decorations at the SAE 
show last year which met with 
widespread acclaim. 


ANNOUNCES 
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NRA Lifts Ban 


th Dimension On Ford Bids on 


Federal Orders 


(Continued from Page 1) 


son gone it is understood that 
none at NRA was disposed to re- 
ject bids by the Northwest Motor 
Co., Bethesda, Md., Ford dealer. | 

Ford was low bidder, Interior 
officials stated, on fifteen trucks. | 
All but one of which are to be} 
bought as needed. The Northwest 
Motor Co. has filed a certificate 
pledging its own compliance with 
the dealer code, but failing to 
add the qualification, as in the 
past, that it could not speak for 
the manufacturer. Dealer com- 
pliance was ruled by NRA as be- 
ing sufficient. 





H. P. Supplants Horse 


Macon, Ga., Nov. 23.—The Public 
Service Commission has authorized 
the Georgia Power Co. to substitute 
buses for service on three routes 
in Macon formerly covered by street 
cars. 














New England Dealers Make 
‘¢On to Detroit’’ Plans 


Detroit, Nov. 23.—Seven com- 
plete Pullman cars of automobile 
dealers — four from Boston, two 
from Hartford, Conn., and one 
from Springfield, Mass.—will head 
west to Detroit to attend the 
forthcoming convention of the 
National Automobile Dealers’ 
Assn., Jan. 14-15, 1935. 


Following F. W. A. Vesper’s an- 
nouncement to the trade a week 
ago, dealers from all sections of 
the United States are making 
preparations to come to Detroit 
for what will undoubtedly be the 
greatest group gathering of auto- 
mobile retailers ever brought to- 
gether. 

Operating under one of the 
most successful of the NRA codes, 
automobile dealers have staged a 
wonderful comeback during the 
present year, leading the van in 
the battle for business recovery. 

Outstanding speakers of na- 
tional repute will address the 





trade at the Detroit convention 
on the business problems con- 
fronting this industry. 


Penna. Buys Reos 


Lansing, Nov. 23.—An order for 
85 1%-ton chassis, 139-inch 
wheelbase, equipped with  sur- 
veyor bodies, was recently placed 
with the Reo Motor Car Co. by 
the State of Pennsylvania. These 
trucks are designed for corps 
work and will be driven over un- 
improved roads, fields and wher- 
ever duty calls. 

The body used for this service 
is a fully enclosed panel type, 
steel and wood construction. It 
has four side entrance doors of 
the sedan type, one double rear 
entrance door and one window. 
A steel partition about 40 inches 
from the rear end provides a 
compartment for the instruments 
and baggage of the survey corps. 





An Amazingly Low Priced 
1’, Ton Speedwagon 


Priced with the lowest— Built to compete with the finest 


380 YEARS of quality building laid the 
foundation for this great new 1'-ton Speed- 


wagon. 


Anyone who knows trucks can 


see instantly that the new streamlined 
Reo Speedwagon brings to the market 
something entirely without precedent in 


VALUE, 


A rugged truck—streamlined for distinc- 
tive appearance—superbly built to deliver 
more ton miles. Low priced to meet the 
requirements of today’s truck operators. 


Gold Crown engine... full floating rear 
axle ...chrome nickel block... valve 
seat inserts ... hydraulic brakes and 
many other long-life, economy features 
not found in other trucks make this new 
unit an outstanding truck to sell 

—one which will create owner 


satisfaction and repeat business. 


A great value by comparison of 
specifications. A great value in 
actual operation. 


1': TON SPEED 
LESTE 


The type of 


dud 


equipment that delivers long life—eco- 
nomical operation. Truck-built throughout 
—the only truck on the market today with 


guaranteed performance. 


The truck market is good. It looks excep- 
tionally bright for Reo Merchants. Reo’s 
truck business to date has shown a 136% 
increase. Think of the opportunities in 
your community with this great new 1',- 
ton Reo Speedwagon with body types 
and wheelbases to fit nearly every busi- 
ness requiring fast, dependable 1'2-ton 


transportation. 


The Reo Dual Franchise for 1935 offers 
dealers a remarkable opportunity for prof- 
itable business. Now is the time to get in 
on the ground floor with Reo. 
Get the details of Reo’s program 


4-6 tons. 
WAGON 
Lansing, plus tax. 


*Special equipment extra, prices f. o. b. 


before you make your plans for 
1935. There is no obligation. 


Reo Speedwagons and Trucks range from ‘4 to 


REO MOTOR CAR COMPANY, LANSING, MICH. 


OW with 


REO 
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Coming Events 





1934 

NOVEMBER | 

16-Dec, 2—Paris, France. International Aero- | 

nautic Exposition | 

19-23—Cleveland, Ohio. National Standard 

Parts Assn., Motor and Equipment 

Wholesalers Assn., Motor and Equip- 

ment Manufacturers Assn., Automotive 
Service Industries Show 

22-23—Tulsa, Okla, Fourth Annual Road Oil 

Congress 

DECEMBER 

3-8—New York. National Exposition of Power 

and Mechanical Engineering, Grand 


Central Palace. 


6-7—Washington, D. C. Highway Research 
Board. Fourteenth Annual Meeting, 
National Academy of Science and Na- 


tional Research Council Bldg. 


10—Phoenix, Ariz. Western Motor Vehicle 
Conference. 

1935 | 

| 

JANUARY 


5-12—New York. Automobile Merchants Assn., 


of New York, Inc., Automobile Show, 
grand Central Palace. 
$-13—Los Angeles Motor Car Dealers Assn., 


Twenty-second Annual Automobile Show, 


Temporary Auditorium. 

6-12—St, Louis, Mo. The Greater St. Louis 
Automotive Assn., Inc., Annual Auto 
mobile Show, Mart Bldg. 

6-12—Cincinnati, Ohio. Cincinnati Automo- 
bile Dealers Assn., Automobile Show. 

7—New York. Society of Automotive En- 

gineers, Annual Dinner. 

10-12—Washington, D. C. American Engineer- 
ing Council 

12-19—Buffalo, WN. Y. Buffalo Automotive 
Trade Assn., Thirty-third Annual Au- 
tomobile Show, 106th Armory. j 

12-19—Cleveland, Ohio. Cleveland Automotive 
Trade Assn., Annual Automobile Show, 
Public Auditorium. 


12-19—Detroit, Mich. Detroit Auto Show Assn., 
Annual Show, Convention Hall, 

12-19—Milwaukee, Wis. Milwaukee Automotive 
Trades, Inc., Annual Automobile Show, 
Milwaukee Auditorium 

12-19—Toronto, Ont. National Motor Show of 
Canada, Automotive Bldg., Exhibition 
Grounds. 

12-19—Washington, D. C. 
motive Trades Assn., 
Automobile Show, 
torium. 

14-18—Detroit, 
Engineers, 
lac Hotel. 

14-19—Brooklyn, N. Y. 

14-19—Newark, N. J. Automobile Show. 

14-19—Philadeiphia, Pa. Philadelphia Assn., 
Thirty-fourth Annual Automobile Show, 
Convention Hall 

15-16—Detroit, Mich. 
Dealers Assn., 


Washington Auto- 
Fifteenth Annual 
Washington Audi- 


Automotive 
Book-Cadil- 


Mich. Society of 
Annual Meeting, 


Automobile Show. 


National Automotive 
Annual Meeting. 


Ohio. Automobile Show 


19-25—Baltimore, Md. Automobile Trade Assn. 
of Maryland, Annual Automobile Show, 
Fifth Regiment Armory. 


19-24—Columbus, 


19-26—Pittsburgh, Pa. Automobile Show. 


19-26—Boston, Mass. 
ers Assn., Annual 
Mechanics Bldg. 


19-26—Hartford, Conn. 


Boston Automobile Deal- 
Automobile Show, 


Hartford Auto Dealers 


Assn., Annual Automobile Show, State 
Armory 

19-26—San Francisco, Calif. Motor Car Deal- 
ers Assn. of San Francisco, Nineteenth 
Annual Pacific Automobile Show, Civic 
Auditorium. 

19-26—Syracuse, N. Y. Syracuse Automobile 


Dealers’ Annual Automobile Show, 


Armory. 


20-26—Nashville, Tenn. 
Trades Assn. 


21-26—Rochester, N. Y. Annual 
Show, Edgerton Park. 
22-25—Washington, D. C,. 
builders’ Assn. 
26-Feb. 2—Chicago, tll. Chicago Automobile 
Trade Assn., Automobile Show, Coli- 
seum. 
28-Feb. 2—Springfield, Mass. Springfield Auto- 
motive Dealers’ Assn., Annual Automo- 
bile Show, Municipal Auditorium. 
28—Springfield, Mass. Automobile 
Municipal Auditorium. 
29—Chicago, til. Automotive 
Equipment Manufacturers, 
Meeting, 


Assn 


National Automobile 
| 


Automobile 


American Road- 





Show, 


Parts and 
Inc., Annual 


FEBRUARY 


3-9—Omaha, Neb. Automobile Show. 

9-16—Kansas City, Me. Kansas City Motor 
Car Dealers Assn., Annual Automobile 
Show, American Royal Bldg. 

10-23—Denver, Col. Denver Automobile Dealers 
Assn., Annual Automobile Show, Muni- 
cipal Auditorium. 

18-23—Bethiehem, Pa. Bethlehem Auto Trades 
Assn., Automobile Show, Coliseum. 


23-27—Evansville, Ind. Automobile Show. 


MARCH 


9-16—Minneapolis, Minn. Minneapolis Auto 
Trade Assn., Northwest Automobile 
Show, Minneapolis Auditorium. 
15-24—Geneva, Switzerland. Twelfth 
tional Automobile Show, Palais 
Expositions. 
16-23—Mankato, Minn. 
Assn., Annual 
mory. 


Interna- 
des 


Mankato Auto Dealers 
Automobile Show, Ar- 








APRIL 


22—New York, N. Y. American Chemical 
Society, Semi-annual Meeting. 
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Service Drive 


For Dodg 


Launched 
Men’s Benefit 


Detroit, Nov. 23.—The mere re- 
alization that automobile dealers 
would secure more of the winter’s 
service business, if they went 
after it with properly organized 
endeavor, does not mean much 
until something is done about it. 
Some dealers, alive to their op- 
portunities, maintain and work 
mailing lists of their owners and 
prevail on many of them to call 
and have their cars inspected 
and prepared for winter. Other 
dealers mean to do as well, but 
permit procrastination to over- 
take their good intentions and 
thereby pass up business and 
profits that are rightfully theirs. 


It is reasoning like this that 
has prompted the service depart- 
ment of Dodge Brothers Corp. to 
offer its dealers an approved fall 
service sales campaign compris- 
ing a selection of three different, 
ready-made direct-mail cam- 





paigns designed to draw more of 
their owners’ winter service busi- 


ness to the service shops of the| 


dealers, where experience and 
equipment for taking care of 
Dodge and Plymouth cars are 


specialized and complete. 


The Dodge and Plymouth serv- | 
ice sales campaign comes in three | 
forms from which the dealer may | 
choose the one that suits his spe- | 


cial needs. The first choice con- 
sists of a typed letter with ex- 
pertly matched name and address 
of the car owner, and two at- 
tractive color-printed mailing 
cards. 


The second plan provides for 
three progressive letters—and the 
third for three cards. Then there 
are three optional plans in which 
two of the mailing pieces may be 
used, instead of three. 

Since all dealers (new ones es- 


lists, the company offers to fur- 
nish the names of Dodge and 
Plymouth owners in any dealer’s 
territory, back to 1931 models. If 
the dealer prefers to have his 
own list used, he may send it in, 
one of the features of the cam- 
paign being that the factory’s 
service headquarters will prepare 
the mailing material, 
the stamp-licking. 


|Dayton October Sales 





Dayton, O., Nov. 23. 
bile sales in Dayton 
gomery county for October were 
as follows: Auburn 2; Buick 13; 
Chevrolet 69; Cadillac 1; 
17; De Soto 2; Essex 11; Chrysler 
9; Ford 117; Graham 1; Hupmo- 
bile 4; Hudson 4; Lincoln 3; La 
Salle 1; Nash 1; Oldsmobile 19; 
Pontiac 17; Packard 4; Plymouth 
31; Reo 1, and Willys 1. The 
total new car sales was 331. 

Trucks—Dodge 5; Reo 1; GMC 
12; International 33; Beiderman 





pecially) do not maintain mailing | 


3; Chevrolet 19, total 77. Total 
of new cars and trucks, 408. 


including | 


Reach Total of 408 | 
Automo- | 
and Mont-| 


Dodge | 





Chicago Dealers 
- Get Preview of 
Hudson Monday 


Chicago, Nov. 23.— Dealers in 
the Chicago area will get their 
| first preview Monday of the new 
| Hudson and Terraplane models 
| recently unveiled at the factory 
|} in Detroit. The showing here is 
| to be held at the Knickerbocker 
Hotel, starting at 10 a.m., with 
arrangement in charge of W. E. 
Butler, president, and O. H. Baeh- 
ler, wholesale manager, of But- 
ler Motors, Inc., 

Presentation of the 1935 models 
to dealers and the press will in- 
clude also details of the Hudson 
sales program for the coming 
year, Butler announced today. 

Success attended a similar func- 
tion over the last week-end by 
Dodge at the Stevens Hotel. The 
grand ballroom was packed with 
dealers and members of their or- 
ganizations from a considerable 
| portion of the middle west. 





We are 


building our dealer or- 


ganization by attract- 
ing successful men 








The Pontiac franchise is as just and liberal as we know how to 


make it. But the same thing is true of many other franchises in 


the automotive field. Yet Pontiac continues to attract, in ever- 


increasing numbers, the type of men who are most eagerly sought 


for by every company expanding its dealer organization —success-~ 


ful business men who see in Pontiac a still greater opportunity. 
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Finds Foreign Nations 


Friendlier Toward U.S. 


Detroit, Nov. 23.—European na- 
tions and foreign countries gen- 
erally have a much friendlier atti- 
tude toward the United States 
today than they had several years 
ago, according to H. D. Dodge, 
export manager of Graham-Paige 
Motors Corp., who just returned 
from an extensive trip abroad. 

As a result of this changed feel- 
ing, Dodge points out, there is 
good reason to believe that Presi- 
dent Roosevelt is in an excellent 
position to make progress in his 
efforts toward reciprocal trade 
agreements between the United 
States and various nations of the 
world. 

“During all the years. that 
America was riding on the crest 
of prosperity,” said Dodge, “there 
was a definite attitude of envy in 
many of the countries I visited. 
When the Smoot-Hawley tariff 
bill was passed, which practically 


prohibited the importation of 
many goods which we had been 
accustomed to buying from for- 
eign nations, this envy changed 
to open resentment. It was only 
natural that they should retaliate 
with tariff barriers of their own, 
with the result that export busi- 
ness, in many lines at least, was 
virtually strangled. 

“Now that we have an admin- 
istration which appreciates that 
foreign trade is a two-way prop- 
osition—that there must be buy- 
ing if there is to be selling—the 
tension is lifting. There is a 
spirit of sympathy and friendli- 
ness that had not existed for 
years. 


“The effect of this new view- 
point is already evident in the 
big increase shown this year, in 
export business, particularly by 
automobile manufacturers.” 





a 


A Good Service 

The “Review and Refer- | 
ence Book” is ably gotten | 
up, and should be worth | 
many times its cost, if used. 

The penalty of good serv- | 
ice without the asking | 
should add many subscrib- | 
ers as your reward.—Strouse 
Campbell, president, Lima 
Motor Co., GMC Trucks, 
Lima, Ohio. 


Buick Names Kay Aide 
To Chicago Zone Chief 
Chicago, Nov. 23.— Following 
upon his appointment as Chicago 
zone manager of the Buick Motor 
Co., O. L. Arnold today announced 
that William H. Kay has been 
named as assistant zone manager. 
J. R. Carlson as car distributor, 
R. B. Belknap as dealer business 











manager, F. L. Barnes as parts 
and service manager, and H. W. 
Schroeder as assistant parts and 
| service manager. 





Wherein lies the special attraction of the Pontiac franchise for 


men so obviously on the way up? Let them supply the answer. 


They know, as you know, that any franchise, however liberal, 


is no more than a scrap of paper unless the car behind it has a 


basic and enduring appeal to the buying public. And they are 


convinced that the Pontiac 8 supplies a firm footing on which to 


forge ahead. 


The Pontiac is a dependable car—the present management has 


devoted all its resources toward making it so. And a dependable 


car, as the records of the industry show, will always make its way 


in the world. Style-sense is important in a manufacturer. So 


is a modern attitude toward performance and economy. But 


year in and year out, it is the degree of dependability built into 


a car that takes it to the top and keeps it there. 


And Pontiac has not stopped with this basic selling appeal. 


Pontiac’s plans for next year include still another feature that 


will more than justify the faith of the men who are daily 


acquiring this General Motors franchise. We are building a 


dealer organization of successful men, and we intend to spare 


no pains to make them even more so. 


PONTIAC MOTOR COMPANY, PONTIAC, MICHIGAN 


A DIVISION OF GENERAL 


MOTORS 


NRA Gains Victory 


In Oregon Code Case 
Portland, Ore., Nov. 23.—A vic- 
tory for the government in its 
series of suits in violation of 
various NRA codes was obtained 
by Carl C. Donaugh, when Fed- 
eral Judge McNary handed 
down a decree based on a stipu- 
lation finding against the Brands 
Motor Co., operated in Portland 
and Corvallis by E. P. Brands. 
Brands admitted violation of 


| the motor vehicle retail code and 
waived time to plead, consenting | 
that a decree be entered perma- | 


nently enjoining the company 
from committing further viola- 
tions of the code of fair competi- 
tion in the motor vehicle industry. 


Haynes Is Code Member 


Of Auto Parts Industry 

Washington, Nov. 23.—F rederick 
J. Haynes, automobile executive, 
2778 East Grand Blvd., Detroit, 
Mich., this week was named ad- 
ministration member of the code 
authority of the Automotive Parts 
and Equipment Mfg. industry. 


IPOINMIMIANC 


Tr YOU are interested in acquiring the 


Pontiac franchise, please communi- 


cate with A. W. L. Gilpin, Vice-President 


and General Sales 


Motor Company. 


Manager, 


Pontiac 


Your communication 


will be regarded as strictly confidential. 


PROFIT 








Draft 











=<this was 


Automoatiue Daily News 
THIRD WEEK IN NOV. 





1925-1933 
1925 
Olds to double production by first 
of year. ... Motor Truck Industries, 


Inc., meeting in Washington, urges 
standardization of trucks.... 


| Stewart-Warner Assets reported at 


$39,788,926 on Sept. 30.... E. C. 
Howard, president of Cadillac Motor 
Co., dies. . . . Cadillac breaks ground 
for $3,000,000 expansion. 

1926 


NSPA exposition opens in Chicago. 
. Ford 1926 production seen at 
about 1,625,000. . New motor 
company formed in Detroit, headed 
by J. A. Nichols jr., formerly of 
Dodge. ... NTDA convention drafts 
code of retail ethics. . . . Coolidge 
opposed to reduction of three per 
cent excise tax on automobiles. 


1927 
Late changes delay production of 
new Fords. .. . Sloan sees $225,000,- 


000 earnings for GM in 1927.... 
Ford plans $1,000,000 plant in Japan. 
...L. T. White, president of Motor 
Bearings and Parts Co. is new NSPA 
president. ... ADN publishes picture 
of new Ford, 10 days before public 
announcement. 


1928 
F. N. Sim named advertising man- 
ager of Dodge Bros. . . . General 


Tire starts work on million dollar 
plant. . . . GM is host to 75 auto- 
mobile editors from 11 cities... . 
Ford takes site for $35,000,000 plant 
at Dagenham, England. . . . Chev- 
rolet announces first six cylinder car. 
listing from $525. 

1929 

inspections number 
1,647,350. . . . NSPA opens annual 
convention in Detroit. . . . Septem- 
ber truck sales reach 45,930. ... 
GM declares extra 30 cents dividend 
on common stock. .. . Ford closes 
production units in Detroit area... . 


October rim 


Ten months automobile production 
at 5,233,659. 
1930 
Crowds jam Chicago automobile 


salon; sales pass $500,000 mark... . 
ADN Survey reveals automotive job- 


bers optimistic over 1931  possibili- 
ties. .. . New Hudson eight at $875 
announced; lowest price in com- 
pany’s history. Ford adds 
Victoria model to line. ... P. G. 
Hoffman, Studebaker head, predicts 
18,000,000 car sales in next five 
years. 
1931 


Youngstown, Ohio, steel operations 
gain. . . . Buick presents 1932 line, 
featuring Wizard Control. . . . Oc- 
tober sales estimated at 102,000.... 
De Soto advertising account goes to 
J. Stirling Getchell, effective Jan. 1, 
1932. ... A.F.of L. estimate 6,200 
unemployed in U. S. .. . Stewart- 


| Warner announces new power brake. 


1932 
W.H. Beal named head of Auburn, 
Fisher Body introduces No- 
ventilation. . Automobile 
production speeds up in Detroit area. 
. .» Plymouth holds public announce- 
ment of new Floating Power six... . 
50,000 now working on 1933 Buick. 
..- Daily production quota at Plym- 
outh is 1,200 units. . .. BOP sales 
executives from the West report 
conditions so bad that the public’s 
howling is keeping the wolves awake. 
1933 

Reo cuts $100 from price of Speed- 
wagons. Plymouth’s 250,000th 
in 1933 leaves line at Detroit. ... 
Used car provisions of Motor Ve- 
hicle Retailing Code to be effective 
Jan. 1, 1934. . . . Agricultural in- 
terests are big objectors at motor 
truck code hearing. ...H. J. Kling- 
ler named president of Pontiac Mo- 
tor Co., A. W. Gilpin is vice-presi- 
dent and general manager. 


Hartford Dealer Groups 


Hold Officers’ Election 


Hartford, Conn., Nov. 23.—Fred 
C. Rohrer, president of the Motor 
Sales Co., Ford dealer, has been 
chosen president of the Hartford 
County Automobile Trades Assn., 
Inc., for the coming year. John 
Bouvier, Windsor, is vice-presi- 
dent; Russell P. Taber, Hartford, 
treasurer, and S. L. C. Dennett, 
East Hartford, secretary. 


The Hartford Automobile Deal- 
ers Assn., city organization, has 
also elected a new slate, headed 
by Harry M. Sloate of the Capitol 
Chevrolet Co. as president. Arthur 
A. Nielsen is’ vice-president; 
treasurer, and 
secretary. 


Harry C. Hine, 
Arthur Fifoot, 








Tae INQUIRING REPORTER 


see 


Today’s Question 


Do you think price will play an important part in 1935 Sales? 
What do you think 1935 will bring in a Sales way? 





George J. Gollmar, retail sales manager, Auburn-Chicago Co., Chi- 
cago: “My reaction on prices for 1935 is that they will be a big 
factor just as they always are and the job of the sales force is to 
justify the price by selling the prospect on outstanding value. People 
are willing to buy if they can be sold, and that will hold truer next 
year than this. Our volume has shown such an exceptional increase 
in the past two months that we have added salesmen and intend to 
keep them busier this winter than ever before. Our program along 
that line best indicates our optimistic viewpoint on sales for 1935.” 

* * * 


W. P. Casson, assistant to the president, Earle C. Anthony, Inc., 
California distributor Packard, Hudson and Terraplane, San Fran- 
cisco: “Very decidedly price will be an important factor in 1935. 
Purchasing power is still limited. Nevertheless, prospects are very 
bright for the coming year. Indications are that high priced car 
sales will increase. We have more orders on file and more Packard 
prospects than at any time since 1929. This leads us to believe 
that next year will be much better than 1934. There is an urgent 
need for new cars in the higher price field. Equipment now in use 
by many prospective purchasers is practically worn out and must be 
replaced very soon. Throughout our state-wide organization we have 
adopted the slogan, ‘It’s no longer fashionable to be poor,’ and we 
are getting orders from many persons who have been holding off 
buying a new car because of fear.” 

~ OK 


Lester H. Rich, general sales manager, Bird-Sykes Co., Graham, 
Chicago: “Price will be an important factor in the 1935 sales market, 
but not so important as it has been in the past two years. Other 
elements will weigh more heavily with the motor car buyer. Like 
every one else, I feel that the coming year will bring a much greater 
sales volume than during this year. 
for us to be optimistic over the 1935 outlook.” 

* ok * 


N. C. Owen, sales manager, Warren Boyd Co., Hupmobile distribu- 
tor, San Francisco (territory includes Northern California, Nevada 
and Hawaiian Islands): “Yes, price will be an important factor in 
1935, but not quite so important as in the past year. There will be 
a slightly increased demand for the more expensive automobiles, 
due to growing confidence in general business conditions. Sales 
next year will exceed those of 1934 by quite a wide margin, largely 
due to necessary replacements.” 

* 


* 


* * 


Victor C. P. Dreiske, general manager, Cadillac Motor Car Co., 
Cadillac-LaSalle, Chicago: “Motorists are so much more critical and 
so much better posted on automobile values that price necessarily 
will remain an important factor in next year’s market. The tendency 
will continue to be one of comparing values and making the sales- 
man prove that his product in quality is worth the price and more. 
Buyers will be even better judges next year than in the past. As 
for the outlook, based on present indications and the big increase 
we have experienced this year, my estimate is that our sales in 1935 
will show at least a 25 per cent increase.” 

* * * 


Frank Sherman, sales manager, Maggini Motor Car Co., Ford, 
San Francisco: “People are more price minded with regard to auto- 
mobiles now than they ever have been before. This is because the 
lower priced cars are now giving the owner more for his money 
than formerly. Therefore, I believe price will be a very important 
factor during 1935. Sales should be 30 per cent better next year. 
I base this prediction on the fact that there is more interest being 
shown in new automobiles than at any time since 1929. Also, public 
acceptance of 1935 models is evidenced by the fact that we have 
actually received orders (11 sales to date) for the 1935 Ford—price 
unknown and sight unseen. Not since 1929 has anything like this 


Ohio Recovery Chiefs 
To Draft Garage Code 











Columbus, O., Nov. 23 (UTPS). 
—A temporary code committee 
representative of the automotive 
maintenance garage trade in Ohio 
met with the Ohio Recovery Ad- 
ministration Nov. 16 for the pur- 
pose of drafting a code of fair 
competition for the garage trade 
in Ohio. 


The committee brought forth 
the fact that there is no national 
code for their trade, and is sub- 
mitting the proposed code as 
drawn to the ORA for its consid- 
eration and possible adoption for 
the regulation of the 3,500 gar- 
ages independent of the estab- 
lished automobile dealers in the 
state. 


It was pointed out to the Ohio 
Recovery Administration that a 
code regulating hours and wages 
would benefit living conditions of 
approximately 8,000 garage em- 
ployes and would increase em- 
ployment about 25 per cent in 


this trade, thus giving employ- 
ment to some additional 2,000 
skilled mechanics in Ohio. The 


proposed code included trade 





practices which would eliminate 
the unstable conditions now so 
destructive to the garage owners. 

The temporary code committee 
consists of 11 representatives 
from the larger cities of the state, 
and were chosen by a recent peti- 
tion signed by more than 2,000 
garage and maintenance station 
operators throughout Ohio. 

It is expected that the Ohio 
Recovery Administration will 
shortly set a date for a public 
hearing to be held on the pro- 
posed code. Copies of the pro- 
posed code and the public hear- 
ing notice will be distributed to 
all garage owners and operators 
on record throughout the state. 

Those attending yesterday’s 
meeting were Glen M. Daily, Co- 
lumbus; Frank Just, Akron; J. S. 
Taylor, Youngstown; W. H. Jenne, 
Elyria; Donald P. Gross, Dayton; 
Clyde C. Ross, Greenville; Frank 
Ebert, Youngstown; C. W. Gee, 


Portsmouth; J. Hoyt Cummings, 
Columbus, and Hampton Beeson, 
deputy administrator of the ORA. 


I believe there is every reason | 
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Federal Appoints | Uniform Credit 
Furlong to Staff} Terms Approved 





Detroit, Nov. 23.—J. F. Bowman, 
vice-president in charge of sales 
of the Federal Motor Truck Co., 
announces the 
appointment of 
Don G. Furlong 
to the position 
of district sales 
manager. 

Furlong, for 
nine years, was 
associated with 
the Ford Motor 
Co. sales di- 
vision, The last 

- *. five years he 
Don Furlong WS in charge 
of the commer- 
cial truck division of the Dear- 
born branch. Before that time 
his duties with the Ford Motor 
Co. took in dealer and salesmen 
supervision, operation and main- 
tenance of sales and service train- 
ing schools, and contacting and 
developing truck and fleet oper- 
ators. 

In the spring of 1933 Furlong 
left the Ford organization to go 
with the Thornton Tandem Co., 
Detroit, as general sales manager. 
He remained with this company 
for a year and a half. In his 
new post he will cover the Ohio 
territory for Federal. 


New Corn Grinder 


Aids Car Performance 
Milwaukee, Wis., Nov. 23.— 
Faster acceleration for automo- 
biles will be possible, it is 
claimed, as a result of the devel- 
opment of a new type machine 
by the Kearney & Trecker Co. 
here. The new product, a two- 
spindle grinding machine, will 
permit the grinding of an irreg- 
ular contour on timing cams for 
automobiles, according to Frank 
W. Curtis, research engineer who 
developed it. 

The unit is controlled hydraul- 
ically and has a ram in the center 
which moves up and down, At 
the bottom of each stroke the 
table on the top of the cam auto- 
matically makes a half circle. 
Four motors are used, two to 
operate the spindles, one for the 
hydraulic pump and the fourth 
to work the cooling system. The 
machine being fully automatic, 
the only duties of the operator 
are to put in and take out the 
cams which are being ground. 


L. M. Klinedinst Elected 
To Timken Roller Board 


Canton, O., Nov. 23.—At a meet- 
ing of the board of directors of 
the Timken Roller Bearing Co. 
Oct. 30, L. M. Klinedinst was 
elected to the board and also 
named vice-president in charge 
of sales succeeding Judd W. 
Spray. Spray plans to spend the 
Winter in Florida and rest in- 
definitely before announcing his 
future plans. 

Klinedinst has been associated 
with the Timken company for 29 
years, starting his business career 
there as a young man. Subse- 
quently he was closely identified 
with automotive development 
work for many years, serving as 
assistant sales manager when the 
company’s business was largely 
confined to automotive applica- 
tions. 





New Auburn Distributor 
Named in Indianapolis 
Indianapolis, Ind., Nov. 23.— 

Appointment of the Auburn-In- 

dianapolis Co., Inc., as Auburn 

distributor here, is announced by 
the Auburn Automobile Co. 
Quarters have been leased at 

850 N. Meridian street where sales 

and service quarters are avail- 

able. Management of the new 
company has been assumed by 

Howard VanDenEynVen, who 

spent two years as office man- 

ager of the Schott Auto Co., 
former Auburn distributor. Prior 
to coming to Indianapolis, Van- 

DenEynDen spent five years with 

the Deins interests in Cincinnati. 

Carl Haas, formerly service man- 

ager for the Schott Co., will serve 

in that capacity with the Auburn- 

Indianapolis. 











By NRA Board 


(Continued from Page 1) 


month for merchandise purchased 
during the previous month. All 
customers who have not paid 
their account in full by cash, note 
or trade acceptance by the 25th 
of the second month following 
date of purchase shall be placed 
upon a C, O. D. basis until paid. 

“On seasonal items, tire chains, 
car heaters, anti-freeze and such 
additional items as any District 
(agency) may approve for its dis- 
trict, if customarily sold by the 
trade on a dating basis, all in- 
voices for the purpose of giving 
dating on such articles shall be 
construed as being billed as of 
the close of the dating period; 
example: Anti-freeze sold in July 
‘as of Nov. 1 terms; two per cent 
tenth prox. Last discount day 
Dec. 10. If not paid by Jan. 25, 
purchaser must be placed on C. 
O. D. basis until paid.’ 


“On deferred payment or time 
basis sales: 


“A. There shall not be less than 
one-fourth cash payment. 

“B. No time payment shall ex- 
tend over a period of more than 
twelve months from date of sale. 

“C. There shall be a legal car- 
rying charge on the deferred bal- 
ance on financing equipment con- 
ditional sales, and no member of 
the trade shall charge a lower 
rate of interest on the deferred 
balance than the legal rate of in- 
terest for the state wherein the 
sale is made. 

“D. No cash discount shall be 
allowed on any such sale. 

“E. No member of the trade 
shall donate or absorb any por- 
tion of the expense of installing 
equipment. 

“F. Any deferred payment or 
time basis sale as described here- 
in made upon conditions giving 
more favorable terms than those 
provided herein, or which is 
effected without duly executing 
the notes and/or trade acceptance 
as set forth above shall be in 
violation of the code.” 








Uphold License Law 


Charleston, S. C., Nov. 23.—The 
motorists’ license required by the 
city of Charleston is “reasonable and 
valid,” according to a ruling handed 
down by the South Carolina Supreme 
Court. 











os Automotive E 
On the Air 





MONDAY, NOVEMBER 26 


6:45 P.M.—SUN OIL (NBC, Blue), Lowell 
Thomas. 

7:45 P.M.—PHILCO (Columbia), Boake Carter, 

8:00 P.M.—STUDEBAKER (NBC, Red), Stude- 
baker Champions; Richard Himber’s orches- 
tra; Joey Nash, tenor. 

8:30 P.M.—ATWATER KENT (Columbia), At- 
water Kent Hour, FIRESTONE (NBO, Red), 
Richard Crooks, tenor; mixed chorus; 
William Daly’s string orchestra. 

9:00 P.M.—SINCLAIR (NBC, Blue), Minstrel 
show; Gene Arnold, interlocutor. 

TUESDAY, NOVEMBER 27 

6:45 P.M.—SUN OIL (NBC, Blue), Lowell 
Thomas. 

7:45 P.M.—PHILCO (Columbia), Boake Carter, 

8:30 P.M.—PACKARD (NBC, Blue), Lawrence 
Tibbett; Wilfred Pelletier’s orchestra; John 
B. Kennedy. 

9:30 P.M.—TEXACO (NBC, Red), Ed Wynn, 


the Fire Chief; Graham McNamee; Eddie 
Duchin’s music. CHEVROLET (Columbia), 
Isham Jones’ orchestra. 


WEDNESDAY, NOVEMBER 28 
6:45 P.M.—SUN OIL (NBC, Blue), Lowell 
Thomas. 
7:45 P.M.—PHILCO (Columbia), Boake Carter. 


10:30 P.M.—CONTINENTAL OIL (NBC, Blue), 
Harry Richman, Jack Denny's orchestra; 
John B. Kennedy. 


THURSDAY, NOVEMBER 29 


6:30 P.M.—SHELL OIL (Columbia), Red 
Grange. 

6:45 P.M.—SUN OIL (NBC, Blue), Lowell 
Thomas. 

7:45 P.M.—PHILCO (Columbia), Boake Carter. 

9:38 P.M.—FORD (Columbia), Fred Waring’s 


lennsylvanians. 


FRIDAY, NOVEMBER 30 


6:30 P.M.--SHELL OIL (Columbia), Red 
Grange. 

645 P.M.—SUN OIL (NBC, Blue), Lowell 
Thomas. 

7:45 P.M.—PHILCO (Columbia), Boake Carter. 

8:00 P.M.—CITIES SERVICE (NBC, Red), 
Grantland Rice; Jessica Dragonette, so- 
prano; Cities Service quartette; Frank Banta 
and Milton Rettenberg, piano duo; Rosario 
Bourdon’s orchestra, 

SATURDAY, DECEMBER | 
6:30 P.M.—SHELL OIL (Columbia), Red 


Grange. 

9:00 P.M.—RCA (NBC, Blue), 
orchestra; John B. Kennedy. 
MOTORS OF CANADA (Columbia), 
Game. 

9:30 P.M.—STUDEBAKER (Columbia), Richard 
Himber’s Champions. 

10:00 P.M.—CARBORUNDUM 
D’Anna’s band. 


Frank Black's 
GENERAL 
Hockey 


(Columbia), 


SUNDAY, DECEMBER 2 

5:30 P.M.—UNITED AMERICAN BOSCH 
(NBC, Blue), Guest speaker; Hans Chris 
tian Adamson, author; Capt James P. 
Barker, veteran skipper, narrator. 

6:15 P.M.—SPARKS-WITHINGTON 
Blue), Sparton Triolians; Jolly 
orchestra and soloists, 

8:00 P.M.—GENERAL MOTORS (NBC, Blue), 
Concert, Werner Janssen of N. Y. Philhar 
monic Symphony orchestra, conductor; Law 
rence Tibbett, baritone; guest artists. 

10:30 P.M.—PONTIAC (NBC, Red), Jane Fro 
man, contralto; Modern Choir; Frank Black's 
orchestra, 


(NBC, 
Coburn’s 





floor at The Stevens has its own individ- 
ual floor clerk. This feature is greatly appre- 


ciated by established guests—a delightful 
surprise to those not familiar with the per- 
sonalized service of the world’s largest hotel. 
A gracious attendant on your floor receives 
your mail, messages, phone calls, and in 
many ways performs the functions of your 
own secretary, thus giving you more time 
for business and pleasure. Immediate 
service with a friendly, personal contact. 


WORLD'S LARGEST HOTEL 
MICHAGAN BLVD. AT 7TH ST. 
OVERLOOKING LAKE MICHIGAN 


3000 OUTSIDE ROOMS—3900 BATHS—$3.00 UP 





Cleveland, O., Nov. 23.—Correc- 
tive sales programs, not lower 
prices, are the paramount need of 
automobile parts jobbers, declared 
V. C. Hossellman, chairman of 
the N. 8S. P. A. marketing re- 
search committee, in the second 
general session of the whole- 
salers divisional meeting of the 
N. S. ®. 4A. convention Saturday 
morning at the Hollenden Hotel. 

Hossellman, member of the 
Sigrerd Hossellman Co., Lima, O., 
declared that Cleopatra, much 
heralded queen of ancient Egypt, 
had mzny characteristics needed 


today. Most important was her 
power of decision backed by ex- 
treme aggressiveness — “aggres- 
siveness badly needed in our in- 
dustry today.” 


“We all know of certain weak- 


nesses,” the speaker added. “Now 
is the time to change them. 
Lower prices may be helpful, but 
buying is not a cure-all. What 
is needed are corrective sales pro- 
grams.” 


Codes Are Abused 


Spesakiog of codes, Hossellman 
said too much was expected of 
them. ‘Chat attitude caused the 
loss of oyportunities—the loss of 
individual effort and thinking. 

“In the vapid swinging of the 
political pendulum from right to 
left anc back somewhere again 
it is sincerely hoped that all the 
efforts placed on codes have not 
been lost. There is much good 
to be accomplished with them, if 
they are not too selfishly applied. 
Jobbers should still fight for their 
famous Article VI. It is theirs 
for the ixyving, code or no code. 
Honest manufacturers should 
strive to educate the stigma of 
‘price-fixing’ from their codes. 
Yours was not price-fixing as 
known by the people. You have 


at no time attempted to gouge 
the public. As far as you have 
gone it was merely price regula- 


tion for the survival of the parts 
industry—and you did not go far 
enought. 

“This cry of price fixing comes 
from the chain store artists whose 
style would have been somewhat 


crimped in the promulgated plans 
for this year, There is much talk 
about car manufacturer competi- 
tion. his is really nothing more 
than a subject for conversation. 

Sees Need of Competition 

“Legitimate competition is nec- 
essary. ‘The car manufacturer, 
with but one recent exception- 
and that I do not believe will be 
of long duration—has never really 
attempted to take the parts busi- 
ness. He is primarily interested 
in selling automobiles and always 
will be. If, however, he really 
does turn his efforts temporarily 
towards the parts field it will be 
with quality merchandise. He 
has much to learn from the parts 
jobber before he can put any suc- 
cessful plan into effect. Any such 
plan would require several years 
of intensive effort.” 


Continuing, Hossellman_ de- 
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Sees Need of Change in Jobbers’ Sales Methods 


NSPA Marketing Chief 
Finds Price Cutting No Aid 


clared that the industry’s under- 
mining influences do not come 
from the car manufacturer but 
from the various types of chain 
operators. By this he did not 
mean parts jobbers with branches, 
he explained, for the turnover on 
his complete stocks keeps him 
out of this class. 
Decries “Chain” Methods 


“IT mean the type of operator 
that deals in the fast-moving 
numbers of our merchandise as 
leaders. I mean the tire chains 
who use parts and accessories as 
bait to sell tires, I mean the 
oil company chains and other 
similar organizations. 


“Do you realize that recently 
one parts manufacturer, in recog- 
nizing a national oil company 
chain, automatically wiped out for 
a local jobber over 20 accounts 
that he had worked years to de- 
velop? Do you realize that here 
is the principle source of supply 
of most wagon peddlars? Do you 
realize that this type of account 
has very nearly ruined the equip- 
ment business for jobbers? 

“There is still another type of 
chain that is not so predomin- 
ant at the present time, that will 
rapidly march to the front, 
the parts manufacturer does not 
do something to curb them. The 
car manufacturer will do this by 
lowering prices again. In this 
event the parts jobber will have 
to take it on the chin. I refer 
to a combination rather than a 
chain. 


“This combination,” said the 
speaker, “consists of a few parts 
manufacturers and parts jobbers. 


The jobber is really a _ selling 
agent for this group of manufac- 
turers and is marketing complete 
lines of sub-standard merchandise 
to garage outlets at jobbers’ 
prices. Preferential buying is a 
piker compared with this set-up. 
A review of new car sales for the 
past three years shows sales con- 
fined largely to three popular 
priced cars. It is then logical to 
assume that a large proportion 
of the parts and accessory sales 
for the next five years will hinge 
around the needs of these three 
cars. It is in this class of mer- 
chandise that these new combi- 
nations operate. The average 
jobber of today is powerless to 
compete. 
Lauds New Programs 


“T am pleased to see some parts 
manufacturers beginning an ac- 
tive program to assist jobbers to 
overcome this weakness. Assum- 
ing that you do give us prices— 
competitive prices alone will not 
correct this. It will require man- 
ufacturers of quality related 
parts to catalog their products 
together without use of trade- 
marks in the body of the catalog, 
or to make such a catalog avail- 


able. The independent jobber 
can then circularize his trade. In 
other words, two things are 


needed—a competitive cost price 


Fhe ARISTOCRAT S ST.LOUES ARISTOCRAT & ST.LOUES 
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and a competitive catalog. An 
appropriation for this purpose 
would not be excessive.” 

Drawing toward the conclusion 
of his address, Hossellman em- 
phasized that it was not the chain 
business that was hurting the 
jobber. “It is the lowered 
confiscatory margin of profit left 
us when we supply quality mer- 
chandise and attempt to maintain 
a competitive position,” he as- 
serted. 


Causes Overloaded Stocks 

Jobbers, he added, do not fear 
competition, but excessive compe- 
tition is causing them to add 
other lines to an already top- 
heavy catalog of products, none 
of which are given a fair sales 
opportunity. 


“It is possible that one of the 
answers will be the return of the 
specialty jobbers,” he said. “I am 
sure this is not to be desired.” 

“Some merchandizing plan will 
have to be injected into this busi- 
ness that will permit the use of 
sales leaders, a plan that will off- 
set the only thing used today for 
this purpose—CUT PRICES.” 


He suggested that six or eight 
weekly periods at properly spaced 
intervals during the year should 
be designated as special nation- 
wide occasions for the promotion 
of the sale of seasonal goods, va- 
cation needs, motor recondition- 
ing, stock clearances, etc. 





and | 


21S AE Meeting 


Tractor Power Engineering 


New York, Nov. 23.—Tractor, 
| agricultural and industrial-power 
specialists of the United States 
will meet in Chicago, Dec. 5 and 
6, to participate in a program ar- 


dustrial-Power Equipment Com- 
mittee of the Society of Automo- 
tive Engineers. The widespread 
revival of interest in the power 
engineering of farm equipment 
and in internal-combustion engine 
applications for industrial pur- 
poses is indicated by the fact 
that this is the second general 
meeting sponsored by the Com- 
mittee to be held during 1934. 


All the sessions of the Decem- 
ber meeting will hear papers 
based on the subject of wear fac- 
tors in engine design and 
operation. Among the engine 
components to be treated from 
this point of view, are cylinders, 
pistons, air-cleaners, and valves 
and valve-gears. One of the four 
sessions will cover the influence 


engine wear, particularly in cold 
starting. Another will be devoted 
to Diesel engines. 





| gineers’ 


The Society of Automotive En- 
general tractor and in- 
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of lubrication on the problem of | 


|ranged by the Tractor and In- | 


to Diseuss 





dustrial power equipment meeting 
will immediately follow a meeting 
of the power and machinery divi- 


| sion of the American Society of 


Agricultural Engineers, to be held 
in Chicago, Dec. 3 and 4, The 
two societies are co-operating in 
their meeting arrangements, so 
that there will be provided in 
the four days (Dec. 3 to 6 inclu- 
sive) a program to meet nearly 
every special interest of the agri- 
cultural and _ industrial power 
equipment engineer. 

Each of the societies will hold 
six sessions during the time 
scheduled for its portion of the 
meeting. None of the sessions 
of the two societies will be con- 
flicting in interest and the fact 
that the two portions of the pro- 
gram are arranged in sequence 
rather than jointly will give the 
members of both societies ade- 
quate time to participate in all 
the sessions should they so desire. 


és E. Doman 





Elbridge, N. Y., Nov. 23.—Albert 
E. Doman, former chief engineer of 
the Owen-Dyneto Co., Syracuse, N. 
Y., died at his home in Elbridge, 
Nov. 12. His health had been fail- 
| ing for several months. 











HAVE CARS ON YOUR 


FLOOR, READY FOR DELIV- 
ERY, WITH SAFETY GLASS 


IN ALL THE WINDOWS. 


@ That’s the way progressive 


dealers are cashing in on the 


low prices for Safety Glass All- 


Around recently announced 
by many manufacturers. Do 
t,and you will find out whyso 


many dealers say that Safety 


Glass 


All-Around at such 


unprecedented prices gives 
them a new and wonderfully 
effective way to close a sale. 
LIBBEY-OWENS-FORD GLASS 


COMPANY, 


TOLEDO, OHIO. 








LIBBEY: OWENS - FORD 


SAFETY GLASS 
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Parts Accesso 


Discuss Trade Problems 


(Continued from Page 


cards to repairmen, credit, con- 
trol methods, co-operative adver- 
tising by jobbers, and co-operative 
deliveries. 

NSPA affairs were brought to a 
close on Tuesday evening with the 
Salesmen’s Convention session, an 
event sponsored by the associa- 
tion in order that the employes 
of jobbers and manufacturers at- 
tending the ASI show might re- 
ceive an added benefit from their 
trip to Cleveland. During the 
evening four prize-winning papers 
on sales methods in a contest 
sponsored by NSPA were pre- 
sented by their writers, each of 
whom had been awarded a free 
round-trip to Cleveland. The win- 
ners were: O. H. Hamby, South- 
ern Bearings & Parts Co., Char- 


lotte, N. C.; S. M. Edelstein, 
Thomas A. Edison, Inc.; Emark 
Battery Division, Chicago, II; 


J. A. Maerz, United States As- 
bestos Div., Raybestos-Manhattan, 
Ine., Manheim, Pa.; and Frank 
M. Wood, Standard Battery & 
Electric Co., Waterloo, Iowa. 

The high spot of the evening 
program was an amusing playlet, 
“Caesar’s Auto Parts,” re presented 
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ry Groups 


6) 

by a cast made up of members 
of the Automotive Boosters Club 
of New York City. 

In accordance with the associa- 
tion’s regular plan of alternating 
|manufacturers and jobbers in 
elective offices the following were 
chosen by the membership body 
for the ensuing year: D. W. Rod- 
ger, Federal Mogul Corp.; Detrolt, 
Mich., president; J. P. Muller, 
Fort Worth Wheel & Rim Co., 
Fort Worth, Tex., senior vice- 
president; L. F. Hunderup, Van 
Norman Machine Tool Co., 
Springfield, Mass., junior  vice- 
president. 

To fill expirations on the NSPA 
board of eighteen directors, one- 
third of whom are replaced an- 
nually, the following were elected: 
J. Fischer, Auto Parts and Gear 


Co., Chicago; R. H. Bachman, 
Bee, Inc., Allentown, Pa.; Wm. 
Christie, Christie & Thomson, 


Worcester, Mass.; H. B. Truslow, 
Richmond Auto Parts Co., Rich- 


mond, Va.; C. A. Grainger, All- 
bestos Corp., Philadelphia, and 
F. C. Kip, Automotive Thrust 


Bearings Corp., Chicago. 





Code Machinery 
Change Indicates 
Decentralization 





(Continued from Page 1) 
row ...a new deal on code en- 
forcement is taking place. We 
have the finest kind of arrange- 


will be able to dispatch business 
faster and more effectively. 

5. In addition to acting on 
complaints as they are filed, the 
state and regional offices will be 
charged with maintaining a con- 
stant inventory on the state of 


|code compliance throughout the 
|coded industries and their terri- 


tory. 
Aside from the decentralization 
move, NRA’s Board is considering 





ment with the Justice Depart- 
ment.” 

NRA outlined the new proced- | 
ure officially under five points: 

1. The existing State and local | 
compliance officers will be con- 
tinued but when they cannot ad- 
judge a case they will report to 
the appropriate Regional Director 
for final action instead of to 
Washington. 

2. The Regional Director will 
either settle the case or turn it 
over to a Regional Council of 
three, one representing industry, 
another labor and the chairman 
being an attorney on the staff of 
the litigation division. 

3. In the Regional Director’s 
office there will be an NRA litiga- 
tion specialist who will be respon- 
sible, in conjunction with the local 
district attorney, for immediate 
action on complaints which the re- 
gional council may refer for ac- | 
tive prosecution. 

4. Efficiency is expected to re- 
sult from the fact that the re- 
gional offices will be better in- | 
formed as to conditions in their | 
areas and with only 10 instead of 
54 centers reporting to Washing- 
ton the National compliance office 








| to separate the 


|a special report by William H. 
| Davis, former compliance director, 


includes recommendation 
enforcement of 
code labor and trade practice pro- 


which 


| visions. 


Gollmar to Head Sales 
For Auburn Chicago Co. 


Chicago, Nov. 23.—George J. 
Gollmar, long associated in the 
automobile business in Chicago, 
and on the West Coast, has been 
appointed retail sales manager of 
the Auburn Automobile Sales 
Corp. of Chicago, Auburn distrib- 
utors for this territory. The an- 
nouncement was made by Lloyd 
Johnson, 
distributing company. 

Richard J. Stenger, wholesale 
manager, 
retail manager also for the last 


eight months will give his full | 


time to the wholesale depart- 
ment. The company has added 
nearly 30 new dealers in the ter- 
ritory since the first of January 


and with the announcement of | 


the new Auburn models additional 
dealers are being appointed. 


president of the local | 


who has been acting | 


“__a word in 
edgewise” 


(Continued from Page 4) 
find out things and they were 
not content to grab a gripful of 
catalogs and call it a day. They 
wanted facts and they were not 
too hurried to stop and get ’em. 
It was evident on every hand that 
the combined show is a very defi- 
nite success. Next year will be 
Detroit’s turn to entertain the 
show if the Chicago-Cleveland- 
Detroit rotation is continued (as 
I believe it should be) and it is 
a safe bet right now that it will 
set a new high mark for buyers’ 


attendance. 


* * * 





| about—automobile and tire man- 


| year, our dealers can be assured 
| that they are to be given such 





FROM CLEVELAND to At- 
lantic City where the Association 
of National Advertisers was hold- 
ing its 25th annual convention 
and to which it had this year 
graciously invited the owners of 
various types of media. It was 
immediately apparent that these 
men who represent corporations 
who are spending hundreds of 
millions of dollars annually in 
advertising everything from hair- 
pins to pipe-organs, are optimistic 
over the sales prospects for 1935. 
I did not hear one dissenting voice 
and it seemed strange to hear 
speaker after speaker pledge sup- 
port to the present attitude to- 
wards business recovery which 
the Roosevelt administration has 
taken since the elections, It was 
evident that big business has ac- 
cepted the fact that we are set 
for six years ahead, and, whether 
we like it or not, we can’t afford 
to delay our sales promotion for 
any such period simply to regis- 
ter our dissaproval. Most forms 
of advertising media have shown 
substantial gains during 1934, but 
from what I gathered they will 
be far overshadowed by the 
plans now under way for 1935. 
This checks with what I know 


ufacturer’s plans for the coming 


support in 1935 as they have 
never before had. It will be a 
battle-royal for business and that 
will make better business for | 
everyone. 

- 


* * 


As noted in an announcement 
on another page ADN will again 
cover the New York and Chicago 
shows with Saturday, Monday, 
Tuesday and Wednesday editions. 
In addition this year, we will 
publish extra editions on Monday 
and Tuesday of Detroit Show 
Week which is coincident with 
the convention of the National 
Automobile Dealers Assn. and the 
Society of Automotive Engineers. 
It will literally be an “On to De- 
troit Week” and naturally we} 
are going to _ shoot-the-works 
covering these great gatherings in 








our home town.—GMS. 


NADA Offers 





New Type 


Price Guide Book Service 


+ 





Splendid Material 


“Our Statistical Depart- 


ment wanted me to express 
to you their appreciation of 
the job you did in compil- 
ing your Review and Ref- 
erence Book. There is cer- 


tainly a lot of splendid ma- 
terial in this issue that 
every automotive company 
should be able to use to 
great advantage.” — F. R. 
Cross, advertising manager, 
Stewart-Warner Corp., Chi- 
cago, Il. 








Houde Dispute 
On Section 7-A 
To Go to Court 





(Continued from Page 1) 


represent all the employes and 
that employers must deal with 
them as such—was linked in la- 
bor circles with speculation as to | 
the nature of the new NRA that 
will be formed by the next Con- 
gress. 

The case dates back to some 
months ago. After a strike, the old 
National Labor Board conducted 
an election at the plant; the 
United Automobile Workers, an 
AFL unit, were declared winners, 
1,105 to 647, over the Houde Wel- 
fare and Atheltic Assn., an “in- 
side” union. 

The AFL unit declaring then 
that it should represent all the 
employes complained to the La- 
bor Relations Board several weeks 
later that they were unable to 
reach a working agreement with 
the company to cover the entire 
plant. 

They acknowledge they had not 
made a direct attempt to obtain a 
contract, saying the company had 
given them to understand such an 
attempt would be futile. 

The board on Aug. 30 handed 
down its decision—an interpreta- 
tion of Section 7-A and an order 
for the company to endeavor “in 
good faith” to reach an agreement 
with the auto workers as spokes- 
men for the employes. 

The company, attacking the de- 
cision, notified the board it would 
not comply. Lloyd Garrison, then 
chairman of the labor board, sug- 
gested that the Justice Depart- 
ment seek a court order against 
the company. For some time no 
action was taken because, the de- 
partment said, the evidence was 
insufficient. 

Golden W. Bell, Justice Depart- 
ment attorney, said yesterday that 
new evidence had “trickled in” 
and expressed the opinion “we 
have enough to go on now.” 











—_—_— 
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dealers starting next month is 
far superior to the present 
set-up, it is claimed. Instead of 


12 large monthly guide books, 
subscribers will receive a com- 
plete guide book identification 


and characteristic manual con- 
taining the most detailed infor- 
mation covering automobiles ever 
produced. This will be supplied 
with an attractive, durable leath- 
erette binder and will be good 
for one year. 

In addition, each subscriber 
will receive 12 official guide price 
sections issued monthly through- 
out the year. The price section 
will differ from the present guide 
in that it will contain both aver- 
age sales prices and net maxi- 
mum allowances. 

N. A.D. A. annual membership 
dues remain at the small cost of 
$4.00 a year. This makes a com- 
plete cost of $16.00 for the com- 
bined book and membership serv- 
ice. 

In order to secure uninter- 
rupted service, dealers are urged 
to forward their renewals 
promptly to their state associa- 
tions. 


Car Bearings 


In 1935 Go on 


Silver Standard 





Detroit, Nov. 23—Among the 
new and interesting mechanical 
developments that will be found 
for the first time in an automo- 
bile engine in 1935 will be a new 
bearing metal made of an alloy 
of cadmuim and pure silver, so 
it is said in engineering circles. 

Just what effect the amount of 
silver, which will be one per cent 
of the contents of the alloy, is 
going to have on the Govern- 
ment’s monetary metal policy is 
problematical. However, the 
quantity should be quite large, 
as the car manufacturer which 
is to use this new bearing metal 
is known to be one of the larger 
General Motors units. 

The suppliers of this costly 
alloy claim superior wearing 
qualities, resistance to more sus- 
tained high speed driving and 
longer life than any bearing 
metal ever developed. 


Resigns K-S Post 


Springfield, Mass., Nov. 23.—J. E. 
Searle has resigned as a director 
of Kelly-Springfield Tire Co. Searle 
was elected to the board in May of 
this year. 





New Commercial Car Registrations, Nine Months, by Makes, 1934-1933 
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Chrysler Co- 
Field Sales Organization 





1) 


as a low price car, will continue 
under separate directions as it is 
at the present time and sales of 
Plymouth cars by Dodge dealers 
will be under the direction of the 
Dodge factory organization as it 
has been in the past. On this 
basis the dealer franchise will not 


(Continued from Page 


be changed under the program in | 


any degree whatever. 


So far as Chrysler and De Soto 
dealers are concerned it appears 
at the present time that they will 
continue as they have in the past 
with the exception that they will 
contact the central organization 
handling Chrysler-Plymouth and 
De Soto sales rather than the in- 
dividual organizations of De Soto 
and Chrysler as formerly. This 
change is expected to simplify the 
entire picture and eliminate much 
duplicated effort on the part of 
the parent company. 


Under the set-up it is expected 
that the Plymouth organization 
will be given greater attention 
with the result that Plymouth 
should be placed in a position to 
get a greater share of the low- 
priced market in 1935. These con- 
jectures are based on the state- 
ment issued by Walter P. Chrys- 
ler on Wednesday when he an- 
nounced the new organization to 
handle De _  Soto-Chrysler 
Plymouth sales. 


Under the plan A. VanDerZee, 
general sales manager of Dodge 
Brothers, continues in charge of 
Dodge-Plymouth sales. H. G. 
Moock will 


Plymouth sales nationally. He, 


with J. B. Wagstaff, in charge of | 


Plymouth advertising and sales 

promotion, will operate from the 

Plymouth factory in Detroit. 
In the administrative direction 


of the consolidated sales and serv- | 


ice program for Plymouth, De 
Soto and Chrysler, J. E. Fields, 


president of Chrysler Sales Corp.; | 


Byron C. Foy, president of De 


Soto Motor Corp.; and D. S. Ed-| 
dins, vice-president and general | 


manager of Plymouth Motor 
Corp., will continue in their re- 
spective executive capacities. 


Canada to Complete 
Coast to Coast Highway 


Toronto, Ont., Nov. 23 (UTPS). 
—Announcement is made by the 
Ontario Government that at a 
special cabinet council it has des- 
ignated the two final links to be 
constructed to make complete the 
transcontinental automobile high- 
way across Canada. The cost of 


constructing the two links will be | 
$10,000,000 and the Ontario Gov- | 


ernment states actual work will 
start at an early date. Due to 
the fact that these two links in the 






and | 


continue to direct | 


ordinates 





| highway will be across difficult 
|country, the construction cost 
will be up to $25,000 per mile. The 
| type of road will be improved 
gravel construction. 


Goodrich Device 
Aids Selection 


Akron, Nov. 23.—A unique cal- 
culator for tire equipment on 1%- 
ton trucks has just been designed 
and published by The B. F. Good- 
rich Co., in conjunction with its 
1934 edition of “A Practical Guide 
for Tire Combinations on 1%4-Ton 
Trucks.” 


Both the tire calculator and 
the guide are now available upon 
request to the manufacturer or to 
this publication. 


The tire calculator makes it a 
simple matter for any truck ope- 
rator to determine the tire com- 
bination necessary to carry a 
given load on a truck in the 1%- 
ton classification. 


tire equipment used on this 
equipment, the operator, by using 
the calculator, can immediately 
tell the percentage of normal 


from the tires. 


quired to give 100 per cent nor- 
mal service, and thus effect direct 
savings in his operating budget. 
The “A Practical Guide for 
Tire Combinations on 1%-Ton 


to figure change-over 
choose the proper tire equipment. 

It also presents a practical dis- 
cussion of various operating con- 
ditions, as they affect tire equip- 
ment, presents a complete change- 
| over guide, wheel data and a load 
and service diagram illustrating 
| the effect of overloading on the 
| ultimate service of a pneumatic 
| tire. 





Virginia Gas Tax 
| Sets New Record 


| Richmond, Va., Nov. 23 (UTPS). 
|—With receipts of 21.8 per cent 


| above October a year ago, Virgin- | 


ia’s gasoline tax revenue reached 
an all-time high last month, ac- 
cording to John Q. Rhodes, direc- 
|tor of the division of motor 
vehicles. Total receipts for the 


was $129,775.69 more than was re- 
ceived in September and $7,709.89 


| high month. 






Of Truck Tires| 


Knowing the payload and the) 


Trucks” gives complete directions | 
for using the calculator, tells how | 
savings, | 


month were $1,244,178.20, which | 


Sparks 
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to be employing 3,500 by the first 
of the year. 

Slight changes have been made 
in the 1934 models of the Willys 


can Studebaker build it at the|C@°S and dealers throughout the 


price. 


* * * 


DODGE CALLED PEEPING 
TOMS together at the Masonic 
Temple last Saturday to give 
them and early bird’s view of 


just past its 20th year will offer 


manager, handled the party con- 


cases we are permitted to enter 
with the understanding that as in- 
vited guests we are not at liberty 
to reveal family secrets. We do 
feel free to say, however, that the 
Dodge in 1935 from what we could 
see has been built to maintain 
the tradition of this unit of the 
|Chrysler Corp.— namely depend- 
ability. 
lines will be graceful and in com- 
plete accord present trends in 
streamlining. In addition we are 
told that the new cars will offer 
something new in riding qualities 
but just how this is attained must 
remain a secret. 

At the meeting we hobnobbed 
with dealers, distributors and 
field forces from the factory. The 
enthusiasm displayed by these 
gentlemen makes it easy to un- 
derstand why A. vanDerZee is 
predicting a 25 to 40 per cent in- 
| crease in the coming year. 

* * * 
| WHILE IN CLEVELAND for 





|the itinerary for a trip to Ber- 
| muda for 75 distributors, dealers 
|and their salesmen, winners in 
|the sales contest that has just 
| ended. They go for the first week 
|} in December. 


| These salesmen have set up a 
sales mark that will take a lot 
|of beating in the truck end of 
| the industry. More 
million dollars worth of White 
trucks and commercial vehicles 
| were sold by these men in the 

season just ended and the top 
| man was Charles Reiss, a sales- 


| 


man working out of the Boston | 


‘Chrysler Dealer 


| branch, whose total was $500,000. 


| Reealls 
| Help to Complete 


| 15,000 New Cars. 


| first 46 weeks of 1934, including 


Toledo, Nov. 23.—The Willys- 


While free from frills | 


what this company which has| 


for 1935. K. T. Keller, president | 
and A. vanDerZee, general sales | 


trols. Of course, as in most these | 


|the same period a year ago and| 


| country already have given de- 
| posits on 7,500 of them, Mr. Wil-| 


|} son said. 


‘October Output 
136.268 Units; 
Trucks Increase 


Washington, Nov. 23.—Produc- 
|tion of new passenger cars and 
trucks during October in the 
United States and Canada reached 
a total of 136,268 units, according 
to the report of the Bureau of 
Census of the Department of 


|Commerce. Of this total the 
| United States plants accounted 
for 132,488 units while the 





|Canadian output was placed at 
| 3,780. 


| The October output brought the 


total for the year to date to 2,-| 
629,545 units of which 2,517,084 
were produced in the United 
States and 112,461 in Canada. This 
total compares with 1,938,108 in| 


also exceeds the entire yearly) 
total for any year since 1930. 





| 
| 


| counted for more than a third of 


service which may be expected | the ASI show, it was but natural| States plants turned out 84,503 
He can further | that I call on the White com-| passenger cars and 47,985 com- 


tell at a glance the proper size | pany, where I found Stan Seward, | 
and type of tire equipment re-| advertising manager, laying out) 


| 
| 


| 


than two|} 


|'Overland Co.’s plant has started | 


recalling workers to begin pro- 


duction on the 15,000 passenger | 


cars authorized recently in Fed- 
eral District Court here. 

The company will add workers 
}each week until 2,500 are em- 





One unusual feature of the Oc- 
tober production in United States 
plants is the strength shown in 
commercial car output which ac- 


the total. In October United 


mercial cars. Truck production 
and sales this year have been a 
feature of the automobile recov- 
ery. During the first ten months 
of the year truck production in 
the United States alone has 
reached a total of 500,600 which 
compares favorably with the 599,- 
991 units produced during the en- 
tire year of 1930. Passenger car 
production during the first 10 
months of this year total 2,016,119. 
Canadian output of trucks during 
the first 10 months of 1934 reached 
a total of 23,309 while passenger 
cars totaled 89,152. 





Sales Hold Gains| 








Detroit, Nov. 23.—Retail deliv- 
eries of Chrysler and Plymouth 
cars by Chrysler dealers for the 


Nov. 17, totaled 133,844 units. | 
This exceeds by 18.7 per cent the 
112,803 units delivered in the cor- 
responding 46 weeks of 1933 and} 
it more than doubles the 59,404 
units reported for the correspond- | 
ing period of 1932. 

These figures for Plymouth are | 
in addition to the sales of this | 


| more than August, the previous | ployed by December 15. David R.| car made by the Dodge and De| 


Wilson, receiver, said he expected | Soto dealer bodies. 





Cumulative Commercial Car Registrations, 38 States, October, 1934-1933 
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Code Discussion 
Holds Limelight 
At Cleveland 


Cleveland, Nov. 23.—Codes came 
in for considerable discussion on 
programs of automotive parts 
makers and jobbers at meetings 
in connection with the Automo- 
tive Service Industries Show 
which closed here today. 

Several developments were of 
an encouraging nature. I. D. 
Everitt, deputy administrator of 
the National Recovery Adminis- 
tration, and a number of his as- 
sociates were unexpected visitors 
at convention sessions and at the 
show. Everitt said it was the de- 
sire of the Recovery Administra- 
tion to more closely understand 
the problems of the individual 
business man with whom NRA is 
dealing. He pointed to his pres- 
ence in Cleveland as the result 
of this desire. 

F. G. Stewart, executive secre- 
tary of the National Wholesalers 
Code Authority, addressed the 
second jobber’s divisional meet- 
ing on the first day of the con- 
vention of the National Standard 
Parts Assn. R. G. Patterson, 
chairman of the code authority, 
also was a speaker. Both ex- 
plained the workings of the code. 
A general discussion by members 
on “What the Code Has Meant 
to Me” was then carried on. 

Following these talks the job- 
ber group adopted a resolution 
expressing its confidence in the 
National Code Authority. It was 
made clear, however, that the res- 
olution should not be considered 
as an endorsement of either the 
Wholesaler’s code or of the Na- 
tional Recovery Administration. 
Most members still keenly feel 
that the code needs the rejected 


| Article VI relating to prices. 


Code Chairman Patterson, ap- 
pearing before a session of the 
Motor and Equipment Wholesal- 
ers’ Assn., announced the code 
authority’s approval of credit 
terms as a part of the code for 
the trade. This announcement 
was well received. 

C. O. Skinner, secretary, Auto- 
Parts and Equipment 


sented charts and figures showing 
how makers of automotive parts 


and equipment, in compliance 
with the code, have decreased 
working hours and_ increased 


| their payrolls. 


Accurate Parts Move 
Lorain, O., Nov. 23.—The Accurate 


Parts Mfg. Co. plans to remove its 
plant and equipment from Cleveland 
to this city where negotiations are 
in progress for a modern industrial 


building to provide for expansion of 
the firm’s facilities. 


Pontiac Shifts 


Denver, Colo., Nov. 23.—A. A. 
Martin has succeeded R. W. Losey as 
Denver zone manager of the Pontiac 
Motor Co. Losey will be transferred 


to Oklahoma City. 
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Combustion Chamber 


Design Solved by Bohn! 


Detroit, Nov. 23.—An entirely 
new method of combustion cham- 
ber design has been developed by 
the Bohn Alum- 
inum & Brass 
Corp. The new 
system of com- 
bustion chamber 
design is in- 
tended to con- 
trol combustion 
in a manner to 
obtain maxi- 
mum results 
with any given 
type of engine. 
The principal 
design factors 
involved in the proportioning and 
forming of the combustion cham- 
ber with the new Bohn method 
are the location of the spark 
plugs, the effective length of the 
combustion chamber, the position 
of the intake valve, the rate of 
burning in consonance with pis- 
ton travel and the compression 
ratio. 

It is claimed that with the new 
Bohn method of design maximum 
efficiency is secured. This system 
of design predetermines’ the 
length of the combustion cham- 
ber, the shape or contour of the 
intake passage in the head, loca- 
tion of ignition points, the area 
of the throat or combustion 
chamber venturi, the area of the 
combustion chamber over the 
cylinder bore and eliminates guess 
work generally from the design. 

Inasmuch as the combustion 
time is effected by the length of 
the combustion chamber, in the 
Bohn design system, the effective 
length of the chamber is propor- 


D. E. Anderson 


tioned with the stroke of the en- | 
By this method the flame 


gine. 
propagation is timed with the 
movement of the piston and 
crankshaft, the object being, of 
course, to have the maximum 
pressure in the cylinder at the 
most advantageous crank angles 
for the greatest amount of engine 
torque. From this, it necessarily 
follows that the location of the 
spark plug in the chamber is im- 
portant in determining combus- 
tion time and although the exact 
location of the plug may vary in 
accordance with the desired re- 
sults, nevertheless it has been 
found that particularly satisfac- 
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Connecting Rod 
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| tory operation is obtained by po- 
| sitioning the spark plug approxi- 
| mately 70 per cent of the distance 
between the valve centers away 
from the intake valve and sub- 
Stantially on a line passing 
through the valve centers. 


David E. Anderson, Chief En- 


Brass Corp., states, that con- 
trolling the rate of burning in 
consonance with piston travel is 
not sufficient in itself to effect 
maximum combustion control, 
Since the filling characteristics 
and the pressure rise per degree 
of crank travel are inseparably 
linked with combustion time in 
the working cycle. In the new 
method of design the ideal filling 
characteristics and pressure rise 
per degree of crank travel are as- 
sured by predetermining the di- 
mensions of the critical portions 
of the chamber from the cubic 
inch displacement of the engine 
cylinder. 


Recognition is also taken in the 
design system of the Octane rat- 
ing of the fuel. With fuel of 
higher than 70 Octane, for example, 
the effective length of the com- 
bustion chamber must be shorter 
to afford maximum combustion 
control, since this fuel will burn 
slower than the 70 Octane fuel. 
Thus the combustion time of the 
effective length of the combustion 
chamber must be reduced in order 
| to obtain relationship between 
| the points of maximum pressure 
| and the top center position of the 
| crank, with the slower burning 

fuel. 


gineer of the Bohn Aluminum & | 





Japan Invades 


U. S. Car Market} 


Vancouver, B. C., Nov. 23. — 
What is claimed to be the first 
Japanese made automobile ever 
imported into North America for 
resale was recently placed on the 
market at Victoria, B. C. This 
exhibit was a light delivery truck, 
but it is the forerunner of a 
number of similar vehicles in pas- 


senger and commercial body 
models to be _ introduced in 
Canada. 

Weighing but 1,123 pounds, the 
Datsun, as it is named, can 


carry 875 pounds. It has a wheel- 
base of 78 inches. It is produced 
by the Automotive Mfg. Co. of 
Tokio, and this company is plan- 
ning to ship roadsters, touring, 
and sedan models to Canada. 
Equipped with tires, also of Jap- 
anese make, the demonstration 
unit had all modern equipment. 
It was a right-hand drive, but 
future trucks and cars will have 
left-hand drives. The units will 
all have standard gear shifts. 


Although small, the demonstra- 
tor panelled delivery truck had 
room in the front seat for two 
persons, and ample package space 
to the rear. The metal work on 
the car was all done by hand. It 
has the new “no-draft” ventila- 
tion and the interior is panelled 
in oak. There is a spare balloon 
tire with each unit. 


W. H. L. Jones of Jones Bros., 
Victoria, announces his firm has 
been appointed Canadian distribu- 
tors for the Japanese line, and 
states his company will import 
these cars as business warrants. 
On test runs in Victoria the dem- 
onstrator made an excellent hill 
climbing and endurance showing 
for a small car. 


title “Foreword,” you welcome sug- 
gestions for improvement of future 
issues. 

May I, therefore, offer one sug- 
gestion, which is predicated upon 
the fact that trade journals go to 
great cost and effort to prepare and 


present compilations of registra- 
tions, broken down into the various 
makes and then tabulated and an- 
alyzed on a comparative basis, month 
to month and year to year. 

My suggestion is that you add 
another class of service and informa- 
tion which would show the number 


of dealers operating in each state, 
broken down into the various makes, 


and then tabulated and analyzed 
as to the approximate number of 
units of each make that such re- 


spective dealers in their territories 
and states had sold. This would 
refer to new cars only. 

Such figures could be broken down 
to show the average of cars of each 
make sold by each dealer of that 
company. 

I am sure that such information 
would be interesting and important 
to the dealers, and should be like- 
wise to the manufacturers. They 
should know what progress their 
dealers are making. 

I am sure no one can question the 
statement that the welfare of the 
individual dealer is important to the 
industry, and a consistent study of 
such information through publica- 
tions that cater to the trade would 
do much to bring out clearly the 
position that the dealers occupy, 
and the extent to which their wel- 
fare was affected favorably or other- 
wise. 


I am making this suggestion be- 
cause it is my impression that the 
field of the automobile dealer is 
becoming more and more saturated 
and thus the opportunity of sales 
per dealer is becoming less profit- 
able, and if the policy of multiple 
dealerships and neighborhood serv- 
ice stations continues, soon there 
will be no automobile dealers, as the 
competition offered by one man or- 








IN THIS CORNER 


(Continued from Page 4) 


ganizations scattered throughout the 
land will make the present type of 
dealer establishment unable to get 
a sufficient volume of trade to re- 
main in business. 

Won’t you please give this sug- 
gestion a little more than the usual 
study and attention and in closing, 
I hope that you will accept this 
suggestion, and inaugurate such a 
service in your publication-——S. M 
Heimlich, (Dodge-Plymouth) Long 
Branch, N. J. 


Seek Larger Gas Tax 
To Aid Road Building 


Crookston, Minn., Nov. 23.— 
Representatives from towns, 
counties and cities in northwest- 
ern Minnesota recommended to 
the state citizens’ interim com- 
mittee on highways, conducting a 
hearing here, today, that one cent 
be added to the state gasoline tax 
In a resolution presented to the 
committee, they urged the tax be 
raised from three to four cents a 
gallon to permit enlargement of 
state aid grants for county and 
township roads. 

More than 250 delegates, repre- 
senting ten of the 19 counties 
included in this section of the 
state, attended. The resolution, 
which called for distribution of 
one-half of gasoline tax receipts 


to counties and townships, was 
passed by a vote of 109 to 2b. 
Nelson Appointed 

Minneapolis, Minn., Nov. 28.—B 


H. Richards, Twin Cities zone man- 
ager for the General Motors Truck 
Co., has announced the appointment 
of K. H. Nelson as zone service 
manager for the branch succeeding 
F. J. Monnich who has been trans- 
ferred to Chicago. 





CUMULATIVE NEW PASSENGER CAR REGIS 


These cumulative figures, showing the number of new automobiles registered in each state during the preceding month are published in Automotive Daily 
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| United States 
Complete by 
Months 
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News immediately upon release twice weekly. 





32 States for °34] 1502! 571) 3817) 18846] 22358 
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Kentucky 34 41| 7; 81; 290) 419 334 1 
33 29} 15} 110) 343) 497 290 1 
Michigan 33 84, 35! 330! 737) 1186] 1620 4 
33 89 51| 439) 941; 1520] 1784 4 
New Jersey 34] 87| 53] 251 575| 966 856 7 
33] 114 86) 365 750| 1315 860! 6 
New Mexico 34 9) 2} 20) 78} 109 182 
33 7 1} 18! 81| 107 130 1| 
New York 34] 326 101! 687| 1742| 2856] 2628) 55 
33] 386) 242) 977| 2262) 3867] 2103) 40 
Ohio 34] 244) 63) 520) 1408) 2235] 2182 12 
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38 States 34] 2293) 832) 5706) 17786) 26617] 30160 
for October 33] 2149] 1793] 7123) 20006) 31071 


’34] 255| 284| 5990 


Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List 


Co. and Metropolitan New York area which are compiled by Sherlock & Arnold. 
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Detroit, Nov. 23.—General busi- 
ness is on the upgrade in the 
Pacific Northwest with prospects 
bright for 1935, reports Ernest W. 
Peterson, automobile editor for 
the past 14 years of the Portland 
(Ore.) Journal. He was in De- 
troit for several days this week 
on his annual tour of the motor 
capital of America. 

Higher prices for farm products 
as a result of the mid-west 
drought, coupled with a sign of 
new life in the lumber industry, 
better prices for fish, and govern- 
ment construction of the Bonne- 
ville and Grand Coulee dams on 
the Columbia River, have re- 
sulted in marked increases in 
bank clearings, in savings depos- 
its and in general business ac- 
tivity. 

Mid-west residents discouraged 
by continued unfavorable weather 
are flocking into the Pacific 
Northwest in search of new 
homes, Peterson reports. Insofar 
as it is possible, a check is being 
kept on arrivals. In some weeks 
as high as 100 families migrate 
into that section. 

The Journal recently made a 
business survey of the 90,000 
homes in Portland and found that 
more people own automobiles 
than own anything else, save ra- 
dios. A total of 59.65 per cent of 
the city’s families own automo- 
biles. The importance which the 
motor car occupies in the every- 
day life of these Oregonians is 
emphasized by the fact that 
nearly 20 per cent more families 
own automobiles than have tele- 
phones. 

Of the automobile total 44.49 
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1935 Business Prospects 
Are Bright in Northwest 


cent purchased their cars 
new. Fifteen per cent of the cars 
owned in Portland today were 
purchased during 1934. Only nine 
per cent of the automobiles in 
Portland are over six years old, 
indicating that the “City of 
Roses” is a market which likes 
its automobiles fairly new. This 
is emphasized by the fact that 
the 1934 business survey com- 
pared to the 1932 study shows a 
slight decrease in the number of 
cars over six years of age. Sales 
are up this year decidedly over 
last year, with several rural sec- 
tions showing a 100 per cent in- 
crease. 


One unique thing the Journal’s 
survey shows is that the males 
of the city still have a man’s 
sized hold on jobs about town. 
Of all persons employed 86 per 
cent are males. 


The only item of importance 
where the city showed a drop 
during the past two years is in 
number of servants employed. 
Peterson believes this should in- 
terest the manufacturing East, 
as the housewives confessed this 
change was made so that the 
family might own a second auto- 
mobile, or purchase an electric 
refrigerator, radio, electric 
washer, ironer, etc. Peterson says 
83 per cent of the homes of the 
city have radios, 49 per cent vac- 
uum cleaners, 43 per cent electric 
washers, 22 per cent electric re- 
frigerators, 37 per cent savings 
accounts and 22 per cent check- 
ing accounts. A total of 51 per 
cent still own their homes in spite 
of the depression. 
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table will be complete 
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until all 48 states or completed United States totals for the months 
Massachusetts, Mississippi, 
for October. 


Court Dismisses Charge 


Of Dealer Code Breach 


Syracuse, Nov. 23.—The alleged 
NRA code violation case against 
the Withers Motor Co. of Syra- 
cuse was dismissed by Police 
Judge Harry H. Farmer, on the 
ground that the Shakno act, 
Chapter 781 of the New York 
State laws of 1933, providing for 
the enforcement of NRA retail 
requirements, was unconstitu- 
tional. Judge Farmer based his 
action of a decision by Justice 
Smith in the New York State 
Supreme Court, explaining: 

“Inasmuch as Justice Smith is 
in this judicial district, I believe 
I am bound by his opinion and 
for that reason I will grant de- 
fendant counsel’s motion to dis- 
miss the summons and informa- 
tion herein.” The Withers com- 
pany was charged with having 
sold, Aug. 6, to Francis H. Van 
Orman, a sedan for $678, the 
code price for which was $717. 


Roberts to Address 
Minneapolis Dealers 


Minneapolis, Minn., Nov. 23.— 
J. G. Roberts, deputy administra- 
tor in charge of automotive codes 
of the NRA in Washington, will 
be one of the principal speakers 
at the 15th annual convention of 
the Minnesota Trades Assn. to be 
held here on Dec. 4 and 5 at the 
Hotel Radisson. 

Other speakers include J. Reed 
Lane, executive secretary of the 
National Code Authority of the 
Motor Vehicle Retailing Trade; 
M. E. Peters of the National Au- 
tomobile Dealers Assn. and James 
Dalton of New York City. C. L. 
Holt, president of the Holt Motor 
Co., of Minneapolis, is president 
of the state association. 


have 
Nebraska, Oklahoma, Tennessee, Texas and 


57| 

260) 103 
10} 
2 
15 
13} 
28 
17 





New Mexico 


2 
1| 





New York 
Ohio 


38 States 
for October 


United States Complete 
by Months 


"34 
33 
"34 
33 
"34 
"33 


January 
February 


March 


LaFayette 


1468 


755 435) 





126) 
318] 
166 
330) 


946 
738 
1418| 
703) 


977 232 
738 215 
1585 186 
703 182 


31) 


167 





April "34 
"33 
34 
°33 





May 


126) 
354 

85| 
364| 


1501 
1040! 
1738) 
1222 


1751 373 
1040 650!) 
2716 597 
1222 984 


250) 


978) 


109) 
117; 
90} 80) 
71} —-30! 
890) 516 
661| 419) 


62) 
96 
22 
48! 
544) 


796) 


453) 292 
678) 483 
40, 639| 256 
76| 643| 423) 674! 
50| 1173) 317 
105) 708] 473 
46, 1838| 514 
96| 982] 656 
96| 1535| 657 
129} 1015] 802 


99 
138 
98 
113 
144 
117 
189 
169 
211 
168 


47 
126) 


176 





34 
33 
"34 
33 


June 


July 


2703 477 
1268 742 
2625 a 
1143 551 


1342) 
1268 
1216 
1143} 


1361| 


58 
38e| 
35 
335 





1409 





"34 
°33 


August 





19 
334 


2304 510) 
801 406 


1342) 962) 
' 801 





"34 
33 
"34 


September © 
9 months total 


9 Months plus 38 
states for October 


1945 641) 
574 359 


1038) 907) 
| 574 


19 
278! 


193 
195 
220 
230 
184 
208 
103 
191| 


45| 1291! 669 
143! 1105} 818 
19 12} 1532| 692! 
828} 153] 1144] 694 
17 8| 1290| 666 
403} 142) 1103! 610 
4 6| 865| 572| 
510} 110] 939] 537] 


23 
292 








678 


555 
971 





814 
3130| 
860 
3326 


6576, 11498) 18074] 4052) 
| 8244| 8244] 4344) 
7440| 12440) 19880] 4593 
8595) 











1441 
1524 
1519 
1739 


932! 350/10616| 4635| 4837 
1994] 1080| 8317| 5496] 7204! 
939| 355/11506) 5151) 5381 
2412| 1166 8000 

















8978) 5915) 


Oct. Automotive 


Employment in 
Michigan 124,071 


(Continued from Page 1) 

but 16.9 per cent below the aver- 
age of Sept. 15, this year. | 

The employment index shows 
the transportation equipment! 
group—into which class the au- 
tomotive industry falls—to be 72.1 
per cent of normal, as compared | 
to 76.1 on Sept. 15, and 62.3 per | 
cent on Oct. 15, 1933. The years | 
1923-1926 are considered the base | 
period. 





The employment average of all | 
industries in the state was 72.2 
on Oct. 15, 74.1 the previous 
month, and 66.1 in the previous | 
year. 


Ford Announces 


New Car Heaters 

Detroit, Nov. 23.—Air condition- 
ing, the newest wrinkle in motor 
car heating, is being made avail- 
able by the Ford Motor Co. to 
owners of 1933 and 1934 Ford 
V-8 cars, with the announce- 
ment of a new Ford fresh-air 
heater. 

The new Ford heater embodies 
an entirely new construction 
principle in motor car heater de- 
sign. It is built just like a boiler, 
with 24 flues, each 13 inches in 
length, providing almost 500 
square inches of heat radiating 
surface. The unit is a rigid, in- 
tegral part of the engine exhaust 
line. The extremely hot exhaust 
gases from the engine are passed 
through the flue tubes. Fresh air 
forced through the heater by the 
fan is blown around the outside 
of these tubes, instantly heated 
and passed on into the car. 
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Parts-Accessory Export 


Outlook Greatly Improved 


Cleveland, Nov. 23.—A_ high 
note of optimism on exporting op- 


portunities for automotive parts | 
manufacturers was sounded at in| 
sessions of the various groups of | 


the 
week in connection with the an- 
nual Automotive 
tries Show concluded today. 


Cc. M. Wynne, managing direc- 


tor of Overseas Industries, Inc., | 


Chicago, in an address before 
the Manufacturers’ divisional 
meeting of the National Standard 
Parts Assn., declared that “the 
field for greater distribution and 
sales of automotive products is 
practically unlimited.” He pointed 
out that this country’s monetary 
policy has proved helpful in re- 
storing and maintaining a higher 
level of prices internally and a 
larger volume of exports. Our 
silver policy also is helpful to 
exporting. 

P. A. Karl, of the Brunner Mfg. 
Co., Utica, N. Y., chairman of | 
the Motor and Equipment Man- | 


Service Indus- | 


industry meeting here this| 


| everseas more _™money to spend. 





ufacturers’ Assn., reported a very | 
important improvement in export | 
conditions in Japan, Mexico and | 
Brazil during recent months with | 
the entire outlook brightening | 
steadily. 

Overseas Outlook 


Attendance and interest at the | 
annual Overseas Club. dinner, | 
sponsored by Overseas Automo- 
tive Club, in Hotel Statler, Wed- 
nesday night, also may be consid- | 
ered as a reflection of improved 
sentiment among those in the ex- 
port trade. This dinner was at- 
tended by 195 persons, among | 
whom were 25 visitors from over- | 
seas, more than have been pres- 
ent at any previous club dinner. 


Incidently, this was the club’s 
tenth anniversary dinner. Karl 
presided. 


“Our hearts have been cheered | 
by a very definite and unmistak- | 
able revival of our export mar- 
kets,” Karl declared. “To us the 
change in the last year has been 
momentous. Last year and the 
year before exporters commanded | 
little attention and less sympathy. 
This year we witnessed a re- 
newed vigorous demand for Amer- 
ican automotive products over- | 
seas. Export again is a prom- 
ising business and exporting has 
become a desirable profession.” 

E. P. Chalfant, executive vice- 
president this year of the Na- 
tional Standard Parts Assn., gave 
an address of welcome to mem- 
bers of the Overseas Club, now 
numbering 109 on its rolls, a new 
high record. Mason T. Rogers, 
president of the Motor and Equip- 
ment Manufacturers’ Assn., spoke 
on merchandising automotive 
products. Harry Tipper, former- 
ly general sales manager of the 
General Motors Export Corp., now 
executive vice-president of the 
American Manufacturers’ Export 
Assn., discussed the value and 
meaning of reciprocal tariffs. 

Japanese Question 

In his report to the MEMA, 
Karl explained that the Brazilian 
exchange problem had not proved 
as difficult as many had expected 
and only ae “°relatively small 
amount of business was held up 
in consequence of delays. in| 
granting American exchange. 

In Japan a serious situation | 
was threatened. A few years ago 
Japan was a first class market 
for American automotive parts. 

“Not only were we faced with 
the permanent loss of this mar- 
ket, said Karl, “but some feared 
that Japanese manufacturers 
might run away with markets 
where we thought we were well 
entrenched. That wasn’t all. In 
their efforts to get under way 
quickly, Japanese manufacturers 
copied practically every piece of 
American automotive equipment 
that had found a place in their 
market. Obviously, the imita- 
tions were intended to deceive 
the unwary buyer because their | 
program included wholesale dup- 
lication of American trade marks | 
and package design. 

“Today the spectre of Japanese | 
competition no longer makes us 







jittery. Changes have been in 
progress which have strengthened 
our position and weakened 
Japan’s. Our main prop in this 
new set-up is undoubtedly the | 
lower value of the dollar. This 
reduced the price of our wares 
to a level that at least made it 
possible to compete, even though 
our prices were still considerably 
higher than those quoted by our 
Japanese competitors. 


Troubles Ended 


“The price difference was no 
longer fantastic and gave us an 
opportunity to get a hearing for 
our better quality products. That 
was one thing. There have been 
other favorable factors. A good 
share of the trade abroad was 
badly fed up with the poor qual- 
ity of Japanese automotive prod- 
ucts. Coincident with all this we 
witnessed a rise in commodity 





prices which gave our friends 
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Ford to Bring Chicago 


There was no longer the need or 
the disposition to buy cheap, an 
influence manifest here, as we, 
too, have quit buying 89-cent 
shirts. When these forces be- 
gan to take effect, we found some 
of our dwindling markets turn- 


ing to America as a source of 
supply for automotive equip- 
ment.” 


The fact that American manu- 
facturers this year find it pos- 
sible to sell in Japan in spite of 
low costs there, tariff protection, 
etc., has restored confidence and 
aggressiveness, said Karl. 

Mexico already is an important | 
market for automotive products, 
the speaker pointed out, and 
should become increasingly more 
important. 


Chicago Mack Names 


Hilty for Reo Sales 


Chicago, Nov. 23.—Mack Inter- 
national Truck Corp., handling 
distribution of Reo Speedwagons, | 
trucks and buses for Chicago, 
have placed R. D. Hilty in charge 
of Reo sales. Hilty has been 










associated with Reo truck sales | 
for many years. 


Building tc 


Dearborn, Mich., Nov. 23. TRS . serv 
gear-shaped rotunda of the main 
Ford building at the Century of | 
Progress Fair in Chicago is to be | 
torn down, hauled to Dearborn, 
and reassembled here as the vis- 


| itors’ entrance to the River Rouge | 


plant of the Ford Motor Co. 


The reconstructed rotunda is 
expected to relieve the conges- 
tion of visitors at the Administra- 
tion building. The site chosen | 
for the new reception hall is a 
triangular plot of rolling ground 
covering 13% acres along Coolidge | 
Highway directly across from the 
Administration building. 

The thousands of visitors who 
visit the Ford plant each year | 
will pass through this new build- | 
ing. 

In the present rotunda are 680 


tons of structural steel which will | 
In giv-| 
ing this building a permanent | 


be shipped to Dearborn. 


' place in a Dearborn, the Fords pre-' 


to Dearborn 


serve the photographic mural 
which has won praise in artistic 
circles around the world. This 
mural, depicting scenes in and 
| around the Rouge plant is said 
| to be the largest in the world, 
measuring 600 feet in length and 
| 20 feet in height. Every available 
part of the Chicago exhibit will 
be included in the new building. 
| In every way the lighting effects 
featured at the Fair building will 
iz reproduced here. Plans call 
| for the construction of a theatre 
|}capable of seating 400 to 500 
| people in the wing of the build- 
| ing. 

The space formerly occupied by 
| the Ford exhibit of old-time cars 
will now be given over to the dis- 
| play of the latest Ford V-8 and 
Lincoln cars. 


jaca 

Shaler Retreader 
Milwaukee, Wis., Nov. 23.—The 
| Shaler Co. has added a tire retreader 
' to. its line. 
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Brokers Advise 
Auto Shares as 


Good ‘Holdings’ 


By C. J. ALEXANDER 


New York, Nov. 23.—The recent 
prominence of the automotive 
parts and accessory stocks in 
trading on the various exchanges 
has been followed by one of the 
most intensive drives in the his- 
tory of the industry for invest- 
ment and speculative bargains in 
this group of stocks. 

The statistical departments of 
many brokerage houses seem to 
be convinced that some companies 
have been overlooked in the rush. 
It is ever thus. When things on 
the surface don’t look so well, 
they are “all too high.” Then 
when there is a sudden awaken- 
ing to the fact that things per- 
haps aren’t so bad after all, they 
are “all too low.” 


Seek Detroit Data 


The result at any rate has been 
widespread mention of motor 
company shares in market letters 
and circulars sent out by broker- 
age and investment houses to 
their clients. That the research 
has not been done entirely in the 
mere statistical record is evident 
from the fact that Wall Street 
has sent special representatives to 
Detroit in the last week or so. 
The studies have been concerned 
chiefly with the outlook for next 
year and the results apparently 
have been encouraging. Of many 
statistical organizations to issue 
forecasts for 1935 only one is pre- 
dicting lower’ production and 
sales. Estimates of the antici- 
pated increase in production 
range from 5 to 15 per cent. There 
appears to be a strong feeling that 
earnings will show more improve- 
ment than production. The basis 
for this belief is the conviction 
that there will be less emphasis 
on the features of the NRA that 
have cut profit margins through 
the imposition of higher operat- 
ing costs without offsets. 

Weekly Price Averages 

The Automotive Daily News 
stock price averages showed the 
following changes in the week 
ended Nov. 21: 
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Last This 

Week Week Changes 
PEE deur ccbcnness 21.63 21.96 0.33 
10 Car-truck companies. 22.24 22.55 0.31 
10 Parts-accessories .... 20.30 20.96 0.66 
4 Tire-rubbers ........ 16.59 16.84 0.25 


The parts and accessory group 
continued to be the outstanding 
feature. Virtually all of the 
stocks of this group participated 
in the improvement. 

It is interesting to note that 
some of the parts and accessory 
companies including Bendix, 
Stewart-Warner and Borg-War- 
ner, are expected to show profits 
for the final quarter of the year. 

Chrysler Is Popular 

Chrysler Corp. is getting con- 
siderable attention at this time. 
The talk is that it will be able in 


1935 to increase its margin of 
profit per car. 
An increase in the. dividend 


rate on the common stock of the 
Electric Storage Battery Co. to 
75 cents quarterly from 50 cents 
was announced this week. The 
new dividend is payable Jan. 1 
to stockholders of record on Dec. 
10. The company also declared 
the regular 50 cents on its pre- 
ferred with the same payable and 
record dates. The 1934 payment 
on the common will amount to 
$2.25, as against $2 in 1933. 

Clark Equipment Co. declared 
the regular quarterly dividend of 
20 cents a share on its common 
stock, payable Dec. 14 to stock- 
holders of record Nov. 30. Similar 
payments were made in the pre- 
ceeding three quarters. 

Western Auto Supply Co. de- 
clared regular quarterly dividends 
of 75 cents each on its A and B 
Stocks, payable Dec. 1 to stock 
of record Nov. 19. 

Directors of Electric Auto-Lite | 
will meet for dividend action next | 
Tuesday. 

The Bankers Trust Co, has in- 








had a net profit in contrast to a 
net 
in the like period of last year. 
With Yellow Truck & Coach 
greatly reducing its losses, there 
has been a demand recently for 
the preferred stock of this com- 
pany. 
three points in one day. The divi- 
dend on this issue 
but the company has a strong 
financial position. 


next 
many quarters run high. 


has reported to the Stock Ex- | 
change that it has 21,000 shares 
of its own common stock in its 
treasury. 
creased 
common stock to 46,010 shares 
from 37,810 at the time of the 
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formed the New York Stock Ex- 
change that, as trustee under the 
B. F. Goodrich Co., mortgage 


dated July 1, 1922, it has released 
through Goodrich for cancella- 


tion 8,000 shares of no-par capital 
stock of the Pacific Goodrich 
Rubber Co. A supplemental in- 
denture covering all the property 
acquired by Goodrich from its 
Pacific coast unit has been filed 
with Bankers Trust. 


Mack Has Profit 
The truck companies have re- 


ceived more attention in invest- 
ment circles recently. Their earn- 
ings are expected to be improved 
by the National Housing cam- 
paign. 
in the maker’s of heavy duty 
trucks. 


This is particularly true 


Mack Trucks, Inc., almost broke 


even in the third quarter of this 
year and for the first nine months 


Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 





New York, Nov. 


23, 3:30 


P.M.—Shares climbed steadily 


throughout today’s trading on the New York Stock Ex- 
change with Chrysler gaining one and a quarter and Gen- 
eral Motor enjoying a rise of three quarters, Buying came 
into the market at the opening and lasted practically all 
day with automobile and aecessory issues popular. 





Choose Jan. 26 - Feb. 2 


As Montreal Show Dates 
Montreal, Can., Nov. 23.— The 
National Motor Show of Eastern 
Canada, also known as the Mont- 





loss of more than $900,000 | 


It hopped up more than 


is in arrears | 


Packard Rumors High 
Packard drew the investment 


spotlight again in the past week | 
and at times was the most 
tive stock on the big board. Much 
talk is heard in Wall street about 
the company’s reported new lower 
priced car. 


ac- 


Packard has spent a 
ot of money in preparing for the 
year and expectations in| 


Libbey-Owens-Ford Glass Co. 


Mack Trucks has in- 
its holdings of its own 


ast report and Raybestos-Man- 


hattan to 34,712 from 33,112. Hold- 


ngs by General Motors were 


virtually unchanged. 


| real Motor Show, will be held in 
the Sun Life building from Jan. 
| 26 to Feb. 2, 1935. 
was reached at a meeting of the 
board of directors of the Montreal 
Automobile Trade Assn., Ltd. 
The Motor Show will occupy in | 
|the neighborhood of 100,000/ the plant to 50 per cent of cap- 
square feet and assurance has| acity. 


This decision 





Mansfield Tire Operations 
Up 50% ; Need More Men 

Mansfield, O., Nov. 23.—A_ 50 
per cent increase in operations 
of the Mansfield Tire & Rubber 
Co., designed to give additional 
work to 800 employes of the plant 
prior to the Christmas holidays 
has been announced by officials 
of the company. 

The increase, effective immedi- 
ately, will boost operations of 


Officials said business at 


already been received from the|the present did not justify the 


|leading automobile manufactur-| increase, but that the new sched- 


ers that they will exhibit their| ules would continue until Jan. 1. 
new merchandise at this annual | 


motor show, which has been of | 
great importance in Eastern Can- | 
ada for over 22 years. 
Levesque, managing director of | 
the Montreal Automobile Trade | 


Adelstan | 


Assn., Ltd., is in charge. 


New Style Bus 


Richmond, Va., Nov. 23 (UTPS). 
-A new all air-controlled bus made | 
its first appearance on 
of Richmond yesterday. 
stration bus on its way to Florida 
stopped over to display new safety 
features, which include air-controlled 
gear-shift, brakes, door-release and 
The outstanding feature 
variable pitch brake-contro] 
which can be adjusted to meet the 
demands of all kinds of weather to 
give the utmost in braking safety. '! 


steering. 
is the 





the streets 
A demon- 


Texas October Sales 
Under Year Old Mark 


Austin, Tex., Nov. 23.—Figures 
compiled by the bureau of busi- 
| ness research at the University 
of Texas reveal that new pas- 
senger car registrations in Texas 
during October made a poor com- 
parative showing for the first 
time this year. 

“Registrations in 15 representa- 
tive counties totaled 3,565 cars in 
October, 11.5 per cent below the 
4,027 in September and 13.9 per 
cent below the 4,141 in October, 
1933. For the first 10 months of 
1934, however, the total was 43,- 
666 cars, 32.6 per cent above a 
year ago,” it was stated. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, NOVEMBER 23, 1934 
(Furnished by Wm. C. Roney Company, Union Guardian Building, Detroit) 











High Low Last Sale 
1934 1934 NEW YORK Nov. 23 Nov. 16 
234% 103% Allis Chalmers Mfg. ........ 15% 145% 
337% 12 American C. & F...---+eeee- 16% 16% 
12% 4% American Chain ...+......++ 7 a 
1% 34 American La Fr. ..-+..ee00s 44 58 
17% 7 American Woolen ........+- 8% 834 
57% 16% Auburn Auto (2) .--eeeeeees 25% 25% 
23% 9% Bendix Aviation ....+.++..+. 16% 15% 
6834 441 Bohn A. & B....ccccccccceee 59%4 58 
29% 16% Borg-Warner .....cccccscees 293% 281 
233% 12 Briggs Mfg. ....sccercccces 23 23 
734 3 ae Wile Ce Be Gikascces 5% 6 
538 2 Budd Wheel Co. ....-....+- 3! 2% 
603% 2914 Chrysler ..cccccccccersecess 37% 35% 
28% 10 Collins & Aikman .......... 1434 14 
35g 185g Commercial Credit ......... 3434 344 
50! 38 gE SE Rr eee 5034 50 
61 3534 Commercial Inv. T. (2)..... 5714 567% 
24% 344 Continental Motors ........- 44 % 
5% 2% Curtiss-Wright ...-+-.essee. 2% 2% 
12% 5% Curtiss-Wright A .---eeseeee 8% 856 
10374 80 du Pont de Nemours........ 98% 96% 
22% 12% Eaton Mfg. ...ccoccercccecs 17% 17% 
3134 15 Electric Auto-Lite .......... 27% 26% 
52 34 Electric Storage Battery .... 48% 46% 
27% 9 Evans Products ...++++...+- 17% 18 
834 2% Federal Motor .....++s+.e0.- 4% 4% 
25% 13% Firestone T. & R...++-+.++-> 16 16 
1244 113g General Elec. Spec. (60c).... 12% 12% 
42 2454 General Motors ......+....-- 3154 30% 
2834 SSGE. GRIBERR oct cocccenssiscccses 27% 25% 
18 8 Goodrich, B. F. ..sssecccece 105% 10% 
4146 181%4 Goodyear T. & R............ 25 23% 
4% 1% Graham-Paige ....+++++..0.. 2% 2% 
634 1% Hayes Body Corp. ......... 3% 3% 
6% 25% Houdaille-Hershey B ....... 6% 6 
27% 11 Houdaille-Hershey A ....... 27% 26 
24% 6% Hudson Motor ....++-..eoee 10% 9% 
7% 1% Hupp Motor ....ecreeeeceee 3 3 
467% 23% Inter. Harvester .....+.....- 38% 37% 
6638 39 Johns-Manville .:..++.....4. 55% 54% 
4% 1% Kelly-Spring. Tire .......... 1% 1% 
14% 7 Lee Rubber & Tire.......... 10% 10% 
43% 2214 Libbey-Owens-Ford Glass ... 285% 26 


High 
1934 


19% 
4134 
32 
21% 
4434 
16% 
1154 
3214 
65% 
6% 
23 
S14 
2534 
8 
105 
9% 
9% 
20% 
41 
4076 
507% 
6434 
24 
47% 
7% 
2234 


374 
10 
23% 
2814 
26% 


67% 


32% 
21 


19% 


8% 


Low 
1934 


8% 
22 
17 

6% 
15% 

6% 

3% 
1258 


2% 


11 
3% 
4% 


Ex-Cell-O Aircraft & Tool.... 7 
Timken- Detroit 


Last Sale 
Nov. 23 Nov. 16 
ee NO coc ieneneeners 15 1414 
Beek Teasks (2): cccccceces 26! 26% 
Marlin Rockwell ........... 25 22% 
Midland Steel ...... 1034 10% 
Motor Products .........++» 26 24 
Motor Wheel .........sse0> 9% 9% 
Murray Corp. 634 67% 
BR oa te ccaciekaen 1534 157 
cc ecabea 4 4 
Pierce-Arrow ...... Sead 1 1% 
Raybestos Manhattan ue 1914 
am Biatee . i occisae 2! 25% 
Republic Steel Corp. ....... 13% 1234 
Sparks-Withington 4 4 
Stewart-Warner 85% 7% 
Bemtebaber .ccccscccs Saas 2 2% 
me Ee 4 ccnenanncsess Ae 35% 
Thompson Products ......... 15%4 147¢ 
Timken Roller Bear 34! 3454 
Trice Products ..0ces: seace. 39! 
Union Car. -& Carb, (1)..... 45% 44% 
J. S. Industrial Alcohol..... 44% 4154 
Gy MO Se cccneas> 16% 16! 
Westinghouse E. & M 34% 34 
ees ME aan canee ks 35% 37% 
Young Spring & Wire....... 19 18% 
CHICAGO 
ea Ds bocc0nesikave 154 134 
Bastian Blessing ........ ; 4yV 44 
Bendix Aviation ........000. 16 15 
Borg-Warner ...:-sccccecess 29 28% 
Houdaille-Hershey A ........ 2614 26% 
Houdaille-Hershey B ........ 6% 6 
rere 16% 15% 
PN I iain adie wa occas 30 30 
Pines Winterfront .......... VY, 58 
DETROIT 
Bower Roller Bearing ....... 16% 
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Parts-Accessory Foreeasts Start Buying Drive 





Form Company 


To Buy Assets 
Of Franklin Co. 
(Conttened from Page 1) 


coming sale and as soon as pos- 
sible start the production of a 
new air-cooled car, to retail at a 
lower price level than existing 
Franklin models. It is expected 
that there will be at least one 
other bidder, but the program of 
the new corporation seems un- 
likely to meet with serious opposi- 
tion, in view of the fact that it 
now holds at least 90 per cent of 
the claims against the old com- 
pany. 

John E. Williams, formerly 
Franklin sales manager, is presi- 
dent of Franklin Motors, Inc., 
and George W. Ritter, an at- 
torney, of Toledo, O., is secretary 
and treasurer, It is understood 
that Mr. Ritter represents the 
unidentified financial interests 
who are financing the reorganiza- 
tion of the Franklin industry. 


The new Franklin car has been 
designed and Williams is hopeful 
of getting it onto the market by 
May, 1935. However, he explained 
that commitments for materials, 
tools, etc., the making of patterns, 
and all other actual production 
activities, must await the final 
closing of the proposed deal in 
bankruptcy court. 

Alexander H. Cowie, Syracuse 
attorney, arranged the sale of 
the notes and is attending to all 
legal details in the effort to put 
Franklin back on the automobile 
map. 


Canadian F ord 
75e Dividend 
Best Since 1930 


East Windsor, Ont., Nov. 23.—A 
dividend of 75 cents a share on 
the 1,658,960 outstanding shares 
of the capital stock of the Ford 
Motor Co. of Canada, Ltd., was 
declared at a meeting of directors 
at the head office of the company 
here today. 

The dividend will be payable 
Dec. 17 to stockholders of record 
Nov. 30 and involves a distribu- 
tion of $1,244,220. With the 50 
cent dividend paid last May 28, it 
brings the payment on Ford 
Motor Co. of Canada stock in 
1934 to $1.25 a share, for a total 
distribution of $2,073,700, the larg- 
est since 1930. 

Present at the directors’ meet- 
ing: Edsel B. Ford, chairman of 
the board; Wallace R. Campbell, 
president; G. E. Deckert, first 
vice-president, and P. E. Martin, 
second vice-president. 

The dividend declared today re- 
flects the gradual improvement in 
business since the depth of the 
depression. In 1930 the stock 
paid $2.10 a share; in 1931, 60 
cents; in 1932, nothing; in 1933, 
$1.00; and this year, $1.25. 

Campbell pointed out that 1934 
has been the most satisfactory 
year from the standpoint of con- 
tinuity of employment in the 
company’s experience since 1930. 
He stated the outlook for next 
year is encouraging and justifies 
the anticipation of increased 
business. 





Pontiae Names P. J. Dean 


To Head Business Dept. 


Pontiac, Mich., Nov. 23.—Paul 
J. Dean has been appointed man- 
ager of the business management 
department of the Pontiac Motor 
Co., it was announced today by 
A. W. L. Gilpin, vice-president 
and general sales manager of the 
company. 

For the last six months, Dean 
has been assistant in the depart- 
ment to M. P. Tomlinson, who 
recently transferred to anothe 
division of General Motors. 






ay 


The Self Starter 

1920 
Four Wheel Brakes 

1925 ak 
Safety Glass 


brings to the automotive industry an engineer- 

1934 ing development as important in its contribu- 

tion to motoring safety, ‘Peace of mind,” and 

convenience as the self-starter, four-wheel-brakes, or safety glass. 


ANERICAN 


@\ GUARDS f* 
we WW Begs a & 


SY HICELKSSS 


YEPIEW TIRE TROUBLY WRESNSS3 


INCE their introduction, Dealers everywere have found 


Se a ready market for this New Product which furnishes SAFETY, 


costly wrecks result from ; 
BLOWOUTS. American CONVENIENCE, and ECONOMY in a way that appeals to the 


SRI elect Molit-ime ly t-ulee 
able protection from this An AMERICAN TIRE GUARD is an Attachment made of 


steel (looks like a hubless, spokeless, neat inner wheel) which 


vast automotive riding public. 


is so welded to the Wheel Rim that it becomes an integral part 
of each wheel. When a blowout occurs at any speed the 
AMERICAN TIRE GUARD instantly functions in place of the 
Rubber Tire so that even a frail woman can keep perfect control of 
the car and drive on to the nearest service station to have 


etapa ts: the tire changed without delay or further injury to the tire or tube. 
tires. American Tire 


Guards banish completely 
NN Pantatdtohih alt ala ee oLee ie 


tires. 
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